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The time to buy staple goods is 
when business is very bad and there is a large amount 
of unemployment. Naturally, you challenge this 
statement. 

Another time to buy “different’ than standard 
goods” is when everyone is “bearish” and friends are 
telling of the money that they have lost in the bus- 
iness. We expect you to also challenge this state- 
ment. 

But we maintain that these are the times when it 
is perfectly safe to buy standard stocks that you sell 
week in and out. First, because such goods are now 
being built below their replacement values. Second, 
because the purchase of them performs a real service 
in promoting an industrial revival. 

The merchant can today buy in the open market 
better values in shoes than he will get six months 
hence. It is most obvious when you realize that raw 
stocks are below the cost of collection and storage; 
finished leather below the cost of replacement and 
finished shoes so near the bottom in cost that there 
is no profit in them to the manufacturer. As a result, 
the shoes of today’s making are actually on the basis 
of less than the cost of replacement. There are cer- 
tain standard items that you will always find a use 
for, and in their purchase you stand to gain. 

This is one great opportunity to buy low and, if 
you have capital reserves, to hold for the period when 
you can sell high. Buying goods at the top of the 
market is comparable to planting potatoes in the fall 
because some other farmers have just gathered and 
sold a harvest of potatoes. Many merchants make 
the mistake of picking the wrong time to buy stand- 
ard footwear, i.e., when they are at their highest 
price. And they commit the other error of gauging 
the wrong time to sell them, i.e., when they are at 
their lowest price. 

So much for the standard goods that in every store 
represent at least 65 per cent of the stock. Such 


When to Buy and Why 





shoes are as salable six months hence as they are to- 
day. 

Now on the question of “spot” purchases for im- 
mediate use. The majority of merchants are play- 
ing safe. They buy blacks and simple shoes that 
have very little pattern and eye appeal. They take it 
for granted that economic pressure has made the 
public only want utility types at a price. Right and 
wrong! A large part of the public still wants dress 
expression. There will be at least one merchant in 
every town who will venture into such smart styles 
as to lead people to his store—depression or no de- 


pression. 


, = will laugh when we say that 
even the Tom Thumb Golf Courses will be an in- 
fluence toward more distinctive and more color- 
ful apparel and footwear. What will it do to spats? 
There is no such thing as harnessing the whims oi 
women or the wants of men to the present economic 
situation. There are people, and there will be more 
people, who will go a distance to get something that 
is smart and new and cheerful and even colorful. 

If we make this fall and winter shoe business drab 
and black and economical, we will suffer a loss be- 
cause shoe style expression is needed to keep up pair- 
age. Therefore, it is good business judgment to 
brighten up the window and to brighten up the stock 
at this time. The brightest thing of all is the definite 
temper of the merchant to make a profit. Just vol- 
ume for volume’s sake isn’t the game now. Perhaps 
the best by-product of this entire economic upset is 
that business will begin to make money in a business- 
like way because we have again become tremendously 


interested in business for the sake of business profit. 
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Lines of shoes travel toward 
the customer at different rates of speed in every store. 
If that’s a clear statement of business fact then certainly 
shoe stores of this country have reached a time when it is 
absolutely necessary to departmentize. Each department 
merchandised independently makes possible a study of the 
rate of profit and turnover of each line carried. No mat- 
ter how small a store a man can run, he can start each line 
of goods and figure its worth. All profit is not thumped 
on today’s cash register. Some lines of shoes bring a 
prestige to the store that is in itself a form of real profit. 
Many merchants find it necessary to carry prestige lines 
that help bring customers into the store. 

Here is an interesting sidelight or rather the voice of 
one behind the scenes. It comes from an assistant buyer 
who has worked under several big city buyers. It is his 
contention, based on several years of actual observation, 
that only 15 per cent of the big city shoe stocks may be 
classified as prestige builders. This little group of 15 
per cent carries on its back the 85 per cent of the balance. 
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Striking a Balance on Shoe Store Stocks 


A breakdown of the sales 
and inventory figures of a family shoe store doing an 
annual volume of $78,000 brings to light some inter- 
esting comparisons. These figures are the result of 
averaging those from several shoe stores in various 
parts of the country in cities around the 50,000 mark, 
so while they are not individual they are typical. 

For one thing, this chart proves that many mer- 
chants are carrying too many shoes. That, by the 
way, is not a new situation. It seems that 78 per cent 
of the inventory only produces 59 per cent of the shoe 
sales. Against this is a showing of the hosiery. In 
this case a scant 3 per cent of the gross stock runs up 
into a full 11 per cent of the business. Not so many 
sizes and few prices is a given reason. 

But how about that habit of ordering hosiery each 
week? And what about only carrying as few price 
lines as possible? 

Shoe stores have always carried shoes, so many 
hereditary notions still prevail. Hosiery is a com- 
paratively new accessory—consequently it does not feel 
the need of loading the shelves with every weight, 
color and texture the trade may possibly ask for in 
the course of a season. 

An opinion has been expressed that if a man who 


knew only hosiery should operate a shoe store that 
stocks of shoes and hosiery would assume the opposite 
ratio that these figures now show. An argument per- 
haps in favor of merchandising more on a 
basis and less on what has gone before. 
Findings is practically a duplication of the hosiery 
story. Weekly sizing is a great help in doing a big 
business on a small investment. While RUBBER 
GOODS and SLIPPERS make a fair showing, they 
could be brought to the hosiery mark through a sell- 
ing policy which would call for these departments to 


“reason” 


be featured twelve months of the year. 

A great many merchants are neglecting the sales 
possibilities of slippers. A selling policy calling for 
this merchandise to be featured twelve months in the 
year, would cause the slipper sales in numerous stores 
to be tripled in volume. Both shoe stores and depart- 
ments have demonstrated this again and again. A 
2 per cent increase in slipper inventory would produce 
a possible 25 per cent in total sales, if the 2 per cent 
went into good sizes of live numbers. 

One reason advanced for the heavy leather shoe 
stocks is the introduction of so many shoes having an 
advertised corrective feature. These shoes must be 
carried in all sizes. 
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Slippers 





A. Women's 42.9 


Novelties 50% 

Arch 40% 

Sport 10% 
B. Men's 


Staples 80% 
Sport 20 


C. Children’s 
Staples 
Sport 
O. Boys’ 


Staples 
Sport 


32.5 


100% 


100% 


07%, 
95 % 


05 %f 100% 
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E. Mens 
eo, 
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F. Women's -. 
Leather 55% 
Novelties 40% }100% 
Feit 05% 


G. Children's 


Leather 80% 


Felt 20% 100% 








Total of A.B.C.6D.to entire inventory 
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J. Arch appliance etc. 
K.Shoe Trees 
L.Buckles 
M.Brushes € Outfits 
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100% | 100% 





These are the five major divisions of a family shoe store. 
Considerable benefit will come to those merchants who 
make a similar analysis of their stock, as it will help them 
put their fingers on the weak and strong spots. Inventory 
and sales percentages should come much nearer to bal- 
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Fashions in 


Evening Shoes 


New Fabrics and Skirt Lines Dictate the Style Trend in 


Formal Footwear for the Coming Season 


Vv 


The evening picture 


for 1930-31 is either glittering or dull according to 
design. 

The unusual effects obtained by the use of surface 
finishes on fabrics are both new and startling when 
treated by the hand of a clever designer. Many 
seasons have passed since the finish of the fabric 
assumed such importance and universal recognition. 


— 


vW 


Stockings last year suddenly lost their brightness 
through the perfection of a process which required 
fundamental study for years and there was a great 
stir in the hosiery markets. When dulled leathers 
took their important style position in the bench-made 
lines a great change took place both in fabrics and 
in the millinery industries. Because of this change 
in finished materials, in gowns and jewelry, evening 
footwear has also changed in materials, but because 
of the added change in skirt lengths and silhouette, 
patterns have also adopted new lines. 

The high waist line and the flowing lines of the 
skirt demand a slipper of like motif with contrasting 
lines and materials. The looping gliding motion of 
the body required in order to correctly handle the 
skirt fullness makes the gliding slipper imperative. 

The accompanying three examples of theme were 
sketched in the Paris shop of Sandelari showing, first, 
the subtle use of the tanned intestine of shark as a 
shoe material. This membrane has all the beauty of 
a woven fabric and takes a duotone coloring in pastels. 
The theme in the natural grain of the membrane is 
carried out in the throat line of the slipper, while the 
break of space and the ride of the strap is propor- 
tionately correct to complement the length of the 
open shank. 


The next illustration shows contrast 
of material breaking the vamp line and styling the 
open vamp theme, the new thought in evening wear. 
The slipper quarter again comes into the style picture 
as a theme from the old Greek line. The depth of the 


% overlay is in perfect proportion balancing the black on 


the vamp line. 

No. 3 details the new open vamp with the favored 
bowknot treatment of this season. This slipper, while 
it expresses the open vamp, has, because of the size 
of the opening, all the control of a closed vamp so 
comfortable for dancing. 

Here, then, are three basic patterns worked out 
to complement the evening gown of 1930 and 1931. 
Some French and American manufacturers are find- 
ing the piped vamp with a silver dart a clever treat- 
ment for the dinner pump, while more conservative 
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and Hints to Help Sell Them 


By MADAME HAMILTON JEFFRIES 


Fashion Editor, Boor AND SHOE RECORDER 


makers favor tissues, crepes, satins and star brocades. 
Woven expressions of gold and silver kid are seen 
in combinations, hand-mitered inlays of flowers and 
embroideries are correct and moires are used as over- 
lays on velvet, with all types of tiny floral patterns and 
petite points. 

Many merchants may obtain good results by buy- 
ing plain pumps and selling a series of exquisite bow- 
knots and festoons for the throat of the pump, which 
in many instances would be of faille or dulled crepe 
base. There is also a big opportunity to sell extra 
buckles and dress clips to match. 


D pening of the opera season 


in New York ushers in the season for formal foot- 


wear. Most communities have some similar outstand- 


ing event which focuses the attention of the socially 


elect and those who follow their lead on fashions in 
evening wear. Shoe merchants should be prepared 
to feature evening slippers in their windows and ads 
simultaneously with the opening of the social season 
in autumn and then follow through with publicity and 
displays from time to time when there is a renewal of 
interest in social activities to make such publicity 
timely. 


A ewel tones, which started a vogue 
last season, are again featured by bench houses. 
Blends and contrast of color are so worked out that 
floral colorings are suggested. This is sometimes ac- 
complished by hand painting or again by the use of 
beads or colored discs. Ink blues, greens and reds 
with the white evening gown are an early spring ac- 
ceptance. : 

The chiffon handkerchief is today matching the 
evening slippers and luxurious jewelry finishes the 
bodice in color harmony. 


(7 PR Ne Pe) tt Lin 








A new shoe material obtained by tan- 
ning the membrane which forms the 
intestine of a shark is illustrated in the 
evening slipper above. The material 
takes a duotone coloring in pastel 
shades and has the beauty of a woven 
fabric. Left, above, a Greek motif in 
which vamp and quarter are chosen for 
the main decorative treatment; below, 
an open vamp treatment with the bow- 
knot effect now much in favor. 
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Take It From a Traveler 


First:—Find Out What Your Customers Will Wear, Where They 
Will Go and What They Will Do; Then Buy Shoes to Serve 
Their Needs 


Hherman was a successful 
traveling shoe man. He must have been, for he re- 
tired with a competence. He owns a lot of shoe 
stores—all of them locked up in a strong box and 
in the form of gilt edge securities. What he says 
is not the result of academic theorizing ; it was learned 
in the hard school of practical experience. 

Herman has been in ten thousand shoe stores and 
has sold millions of dollars’ worth of shoes. He 
started in the shoe business forty years ago and has 
been out of it only a few years. He talks straight. 
He knows his stuff. He has the coin of the realm 
to prove he’s right. 

Herman sat under a palm tree in his California 
patio, quickly reading a copy of the RECORDER. 
Something he saw in the book aroused his interest. 
Soon he was talking freely and frankly. 

“What’s wrong with the shoe business?” he re- 
peated after I had put that question straight up to 
him to get his reaction. 

“Too much of everything,” replied Herman. ‘Too 
many shoe stores; too many factories; too many 
high-pressure gassers ; too many promises; too much 
credit; too much lying and misrepresentation. It’s 
the same way with most business nowadays. 

He pointed to a newspaper lying on a table nearby. 
“In that newspaper,” he said, “I can point out to you 
a dozen advertisements that are misleading people to 
believe they can get by on promises to pay. They 
tell us we can buy things nothing down and a dollar 
or two a week. That is the main reason this country 
is in the dumps today.” 

“But how does that affect the shoe business?” he 
was asked. 

“Gosh-amighty,” he exploded. “Everything that 
hurts the people hurts all business. The shoe business 
isn’t alone in this. All business is hurt. All stores 
that are trying to sell things at a legitimate price 
and make a fair profit are hit by this credit thing.” 

He lighted his pipe and went on: “Now I said a 
while ago that there are too many shoe stores. That’s 
a fact. You know it and so does everybody else. 


They are thicker than flies around a molasses barrel. 
Most of ’em are just about paying rent. Most of them 
are in the red ink. This year will see a lot of ’em 
pass out of the picture. There are too many factories. 
Some of them start with a few dollars and make a 
shirt-tail full of shoes that they have to sell to get 
money to buy leather and pay rent. They upset 
business and make real competition impossible. 

“Aren’t you a little hard-boiled about it?” I pro- 
tested. 

“Maybe so. I guess I am hard, but when a man 
has seen what I have and gone through what I have 
he sure will grow a shell onto him. I have lived a 
long life with my eyes wide open. I tell you that the 
fool crop is bigger today than it ever was. Most of 
the saps have the bright idea that they can pick up 
some easy money and get away with it and do very 
little work. There’s another thing. Nobody wants to 
work any more. I don’t for one, but I think I have 
earned a rest. But most men today want it easy. They 
don’t want to think. They want to make a quick 
clean up and get away. It’s all wrong.” He puffed 
away and gazed out over his orange grove. 


6 
Wai, what is your remedy? 
Surely you have some idea of how this bad condition 
may be corrected ?” 
“Leave it to Time and Nature,” he answered. “You 
can’t do it by law or preaching, or talk. It must work 


itself out by itself. Do you see that grove? Well, 
there are trees out there that will die and I’ll have to 
replace them. When I bought this grove it was an 
old, run down thing with a lot the matter with it. 
For one thing the trees were too thick. I’ve had to 
thin ’em out a lot. Some of them I cut down and 
burned up. In one part of the ranch I cut out every 
other tree. That gives the remainder a chance to 
spread and do something. It’s easy to spot the ones 
that ought to come out. They are weaklings. Now, 
a weak thing cannot live long. It has to come out. 
So it is in business. The weaklings will have to 
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—Who Knows 4 << 


“Hard-Boiled Herman” Gets Down to Fundamentals 


ll 


“A man who buys 


; ‘i i is a fool. H 
come out. The strong ones will go on and do a good job.” me ening pa io 


“While this thinning out is going on won’t it be tough for busi- e He is a dangerous 
ness ?” bi man in business.” 
“Sure, but the ones that hang on, do their best, deliver the goods, 
sit steady in the boat and take the long pull, they are going to 
survive. Do you know that old rule about the survival of the fit? 
It applies to business just as it applies to life. 


ee 
When | was on the road | 


always found my market before I started on a trip. I knew just 
what the merchants would buy in a certain territory before I checked 
my trunks out of the terminal. And before I sold those merchants 
a bill of shoes I wanted to know what their customers would buy. 
That is, as nearly as we could calculate. A man who buys blindly 
is a fool. He is more than that. He is a dangerous person in 
business. He will not only sink his boat but he will take others 
down with him. 

“Now, there are lots of ways for a shoe merchant to find his 
market. He can get the census reports and study them. He can 
take a trip around and see with his own eyes what the people he 


sells are doing and wearing and buying. Study their pastimes and 
[TURN TO PAGE 72, PLEASE] 
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Las week’s session in 
Washington of the National Conference of Busi- 
ness Paper Editors was very significant in its indica- 
tions that a general improvement of business may be 
looked for in the near future. The state of business 
was expressed not only in conference sessions but in 
round table discussion with President Hoover, Secre- 
tary of Commerce Lamont, Assistant Secretary of 
Commerce Klein and Assistant Secretary of Agri- 
culture Dunlap. Then followed a national radio 
broadcast covering thirty-nine stations with subse- 
quent pickups by Floyd Gibbons as well as complete 
national coverage in newspaper releases. 

The conference in its broad service became, as it 
were, the Voice of Industry for that particular out- 
burst of industrial and economic expression. It was 
time to do the most good in an effort to restore better 
distribution and consumption. The high spots of the 
conference were: 


1. Commodity prices seem to have reached bot- 
tom. 

2. Important industrial organizations are already 
buying raw materials for future use. 

3. Latest reports show crop conditions in some 
sizable areas not as bad as stated during the 
mid-summer drought. 

4. Construction. and building activities are defi- 
nitely gaining ground. 

5. The volume of foreign trade is larger than 
anticipated and tariff reprisals by foreign 
countries have not developed as were expected 
by some. 


Statements from the editors of the following major 
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Business Paper Editors Speak Nationally 


fields of commercial activity were broadcast nation- 
ally : 

Norman G. Shidle, editorial director of the Auto- 
motive Division of the United Business Publishers, 
radioed; “During the next three months—the last 
quarter of 1930—the automobile business will show 
up more favorably in comparison with its own 1929 
performance than during any other quarter this year. 

“Total output of passenger cars and trucks in Octo- 
ber, November and December this year will run be- 
hind that of the same three months last year by only 
about 15 per cent. 

“True, the last quarter of 1929 marked the begin- 
ning of the slump, but there is encouragement to be 
gained, nevertheless, from this certainty of improve- 


ment in the relative position during the three months 
which lie just ahead. 


ae 

troduction totals for the 
whole year of 1930 will run behind those of 1929 by 
nearly 40 per cent, but 3,700,000 motor vehicles valued 
at three and a quarter billions of dollars will have been 
produced and sold in the twelve months ending Dec. 
31, 1930—an impressive total in a year of depression. 
“1930 has been a poor year for the automotive in- 
dustry. Retail sales have been slow; factory and 
dealer profits have been disappointing and production 

has fallen far below previously established records. 
“Yet the immediate outlook is favorable—and the 
long swing outlook extremely bright. The reasons for 


this statement become plain, immediately the move- 
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ments and conditions within the industry are subjected 
to analysis. 

“To begin with, the industry weathered its period 
of depression without resorting to unsound, artificial 
attempts to move merchandise regardless of future 
cost. Foolishly liberal financing terms have not been 
injected into the selling situation. 


ee 
Wsea car trading, while 
still a bit wild in some instances, on the average is 
being conducted on a more conservative basis than for 
several years past. 

“New cars are not being forced on dealers faster 
than they can sell them. 

“Retail inventories of both new and used cars, as a 
consequence, are relatively low.” 

Paul L. Aldrich, editor of the “National Pro- 
visioner” said: ‘Separating the farm mortgage prob- 
lem from the farm income problem, we are able to sce 
agriculture pretty definitely emerging into a new and 
more favorable era. Farm prices have not come up, 
but other prices have been coming down rapidly to 
meet them. 

“The drought of the past summer has caused much 
suffering in spots, but on the whole it promises to give 
agriculture a better return for its 1930 production 
than seemed possible with a bumper corn crop and an 
enormous wheat surplus. In spite of drought damage 
there is plenty of wheat for 


Thomas S. Holden of the “F. W. Dodge” publica- 
tions said: “Record-breaking construction of public 
works and utilities this year has kept general business 
activity from a worse decline than it actually had, but 
it has been insufficient to offset the severe decline in 
residential building. Construction of one and two- 
family houses and apartments this year has been 60 
per cent under the rate of such building in the boom 
period ; revival of residential building is essential to a 
revival of business. 


ve 

MMihoney conditions have eased 
to the point where practically any needed private 
project can be financed, although lenders are not yet 
financing much speculative work. Vacancy surveys 
made by real estate boards in various cities and towns 
have shown in most instances approximately normal 
relation of supply and demand in houses and apart- 
ments ; there seems to be some awakening of interest 
in real estate on the part of the buying public. Resi- 
dential building contracts are running somewhat 


greater in volume this month.” 


John C. Atchison of the “Fairchild Publications,” 


said: ““There has been a seasonal upturn in the demand 
for textiles and apparel during the past several weeks 
and the outlook may be described as encouraging. An 
analysis of activity in the three leading branches, 
cotton, silk and wool show that the low point in silk 


consumption after adust- 
ment for seasonal variation, 





bread, while the damage to 
corn has been a blessing in 
disguise, since it will force 
farmers to feed their hard 


grains to livestock, make 


more and better meat, and | 
chase away the wheat sur- 
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nation. 
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Ask Me Another 


—When will business get back 


—When it realizes that worth- 
while success is fought for, 


not gambled for. 
—W hat do you mean by that? 


—I mean that general business 
has been too soft. It’s been too 


easy to make money. Too 
many men have become good 


winners but poor workers. 


—What will correct this situa- 


—The natura) process of elimi- 


7...» €: oles. 


was in June. Wool con- 
sumption reached a low 
point in May, but has been 
turning upward since then. 
Cotton reached a new low 
level in August. Now sales 


are increasing.” 
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G Diet Your Stock, But 
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ee 
Di: you ever stop to think 
that no amount of careful feeding will revive a 
corpse ?” 

Jerry Wilkins, the genial traveling salesman, didn’t 
even wait for Charley Bowman to reply. 

“And did you ever notice how often a man who 
starts in to diet ends up by starving? No, no, you 
needn’t answer—nor even interrupt me. 

“You remember the last time I was here you gave 
me a sizzling talk—‘It’s Stylish to Be Slim’—‘Keep 
Your Stock on a Diet’—It’s Easier to Sell from a 
Slim Stock Than a Fat One.’ 

“Gospel truth, every word of it. But even the 
Gospel is interpreted in more than one way. So I’m 
about to tell you the other side of the ‘Slim Stock’ 
problem. 

“Buying according to a budget is just as necessary 
as eating according to some sort of diet rules. Yet 
when a man begins to study dieting seriously he too 
often becomes ‘peculiar,’ out of sympathy with the 
likes and dislikes of the great mass of people. 

“He becomes a fanatic. His diet resolves itself into 
a formidable list of ‘don’ts’ that take all the fun out 
of eating. 

“Just so with the budget worshiper. There is al- 
ways the danger he will become absorbed too deeply 
in his figures, that he will chart his future too severely 
by the past although that past had many Serious errors. 

“He is liable to have his nose buried too deeply in 
dead inventories while his customers walk out because 
he has failed to grasp the subtle changes in their 
needs. 

“There is an indefinable human element in buy- 
ing that goes beyond cold mathematical calcula- 
tions.” 
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“A splendid speech,” said Charley, “if only I knew 
what it all meant!” 

“In a town not far from here,” Jerry resumed, “‘is 
a shoe man I'll call Jones. He has become a turn- 
over hound. A year ago he made up his mind to cut 
his stock to a certain figure to boost his turnover. 
It’s down there now and he can’t understand why his 
turnover has not increased correspondingly. Instead 
of dieting his stock he is starving it, but he can’t 
see it. ‘ 
“The day I was there the boys complained to him 
about missing so many satin sales because the satin 
stock was all shot. Jones smiled loftily, pulled a sheet 
from the drawer and showed them how many satins 
were sold last year and how many were on hand this 
year. The figures, he said, showed there were plenty 
of satins. 


6 
That ended the argument. 
There would be no more satins no matter what the 
customers said. 

“His clerks told me they are forced to exaggerate 
every ‘want’ to get him to pay any attention to it. 
Figures run his business ; customers are secondary. 

“Needless to say, business is poor: As his sales 
get lower he cuts his buying budget lower. He calls 
that scientific merchandising. The cold facts are his 
stock is so low his customers simply can’t buy what 
they want so they buy elsewhere. For him, it won’t 
be long now. 

“Across the street is a competitor named Smith. He 
has a budget, too. But, as he explained to me, his 
budget is ‘last year’s fatherly advice to this year, to 
be followed as conditions warrant.’ 

“I happened to overhear a customer tell him: ‘I 
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Don’t Starve It 


By 
MURRAY C. FRENCH 


Buying on a Budget Is Like Going on a Diet, 
Observes Jerry Wilkins. I's a Great ldea—i 
You Dont Overdo It. 


couldn’t find what I want today, Mr. Smith. Your 
heels are all too high.’ 

“He didn’t turn to his stock sheet to convince her 
she was wrong and that he had plenty of low heels. 
Nor did he kid her about her foolish notions and send 
her along. 


“ 

Dostea he called the clerk 
who waited on her and he listened seriously to both. 
She explained his lower heeled shoes were not as 
light and dressy as she would like this time. His 
arch support shoes were ‘too much shoe, not airy 
enough,’ she said. Naturally she was a little flattered 
to find he cared to know her ideas. He told all the 
boys to watch that demand quite closely and if need 
be he would fill that gap, budget or no budget. 

“The point is, Smith keeps his ear on the customer’s 
ground. Jones keeps his on the ground they trod 
twelve months ago. Again, needless to say, business 
is good at Smith’s. 

“Retailers have always held that poor turnover is 
caused solely by too large stocks. That is only par- 
tially true. They are just beginning to discover that 
too low stocks also cause low turnover. 

“All this year merchants have been pushing their 
stocks down, down, down. It’s been a good lesson 
to some. They have learned to say ‘No.’ 

“But the limit has been reached. Those who have 
starved their stocks most severely are complaining 
most bitterly about business. You’ve got to make 
sales to make turnover, and you can’t sell shoes unless 
you stock what people want in a satisfactory assort- 
ment. 

“You know the story of the little girl who threw 
the cook book out of the window in a rage. She 
couldn’t find a recipe for making fancy cakes out of 
flour and water. 

“No sir, Charley, you can’t do angel food business 
on flour and water stock. Consumers are still consum- 
ing. But, unfortunately for the starved-stock re- 
tailers, they still want just what they want. And 
there’s no use getting mad if they turn up their noses 
at stewed tomatoes when they order ice cream. 

“Gossip is still your best advertiser and your worst 
knocker. If Mrs. O’Grady tells Mrs. O’Flaherty: 
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‘Bowman's are always out of what I want,’ your hun- 
dred dollar newspaper ad telling about your complete 
assortments registers zero in the O’Flaherty house- 
hold. 

“Let me repeat an old-fashioned definition: ‘Retail- 
ing is the business of having for sale what people 
want, when they want it, at prices they are willing 
to pay, in a place suitable for such trading.’ 

“Chain stores are successful because they operate 
close to that definition.” 

“Your definition is not complete,” Charley Bowman 
objected. “It omits any mention of service, which is 
the great advantage the individual merchant has over 
the chains.” 

Jerry Wilkins’ reply was directly to the point. “And 
of what does that superior service consist if not in 
larger stocks, more sizes, more widths, more styles 
that cannot be classed as strictly best sellers and yet 
are necessary to a service-rendering stock ? 


6 
TW here's just the point. 
The chains get a high turnover because they carry 
only the fastest selling styles in only the best selling 
sizes at only the most popular selling prices. 
[TURN TO PAGE 70, PLEASE] 
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A Simple Cure for 
Tired Husbands 
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“I'd love to come over 
some evening, Ann, but 
when Fred gets home at 
night he’s so all in and 
irritable that I don’t 
know what to do—and 
that’s not his nature at 
all. I’m getting worried 
about him.” 

“T know how you feel, 
my dear, and I think 
I know something that will help. My hus- 
band used to be the same way. Then I noticed 
he could hardly wait to get his shoes off, and 
that gave me an idea. I had read and heard 
about (Store Name’s) fitting shoes so won- 
derfully that I persuaded him to try them. 
The result is absolutely marvelous!” 


“I’m going to talk to Fred tonight!” 


[Store Name] 











Pain 


or 
Pep? —; 


When your feet hurt the world’s all wrong— 
pain banishes pep—you’re cross instead of 
cheerful. 


Sometimes, because a man feels he will have 
to suffer “breaking in” pains from new shoes, 
he wears old shoes that no longer give proper 
support—and sacrifices both appearance and 
health to misunderstanding. 


You can wear (Store Name) shoes in comfort 
from the start. We have many lasts—and we 
know how to fit feet. We'll give you comfort 
or not sell you the shoes. 


For pep, pride and profit wear (Store Name) 


shoes. 


(Store Name) 





New Angles in 


A Different Approach Needed to 
Make the Man Think of 
His Shoes 


Wien we omit high hat 
words, and call people folks instead of subjects or 
patients it isn’t hard to discover how their minds re- 
spond to circumstances and conditions. And when 
we've done that we’re in a better position as shoe 
merchants to interest them, and sell more shoes to 
them, by making our advertising carry the appeal of 
greatest general interest. 

We know that the average man puts COMFORT 
ahead of all else in buying shoes. We know that 
many men dislike to get new shoes because they an- 
ticipate the pain and discomiort of breaking them in. 
Those points we’ve had and used right along to some 
degree in selling men’s shoes. And those ideas fit 
right in with the present cycle of human emotion, 
called the cycle of fear. 

Let’s go back a bit to the war period, when we ex- 
perienced one of the three primary emotions, as they 
are called—hate. Then we passed on to another cycle, 
sex—meaning love of beauty, color and design in 
apparel, homes, cars. Now comes the third cycle, 
fear. 

We're experiencing national (even international) 
uncertainty. Customers and merchants alike have a 
feeling of uneasiness. We don’t know just where 
we're at. The tendency to lower price appeal in ad- 
vertising coincides with one angle of the emotion of 
fear—it meets the desire to hoard and save, even 
among those who are not in financial difficulties. No- 
tice the increase in savings accounts. 

Understanding today’s conditions and the mental 
reactions accompanying them, gives the shoe merchant 
a basis for effective advertising appeal—when cor- 
rectly applied. Each ad emphasizing a fear appeal 
should also include a message of hope—a suggestion 
for avoiding the difficulty. 

A man wants to save in buying shoes—“cheap” 
appeals to him. Show him the errors of buying 
cheap shoes and the economy in money and foot 
health through your better shoes. 

Ailing feet due to improper shoes make him fearful 


The ad suggestions. on these two 
pages were specially prepared to 
accompany this article and may be 
used wholly or in part by BOOT 
AND SHOE RECORDER subscribers. 
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Advertising 
By R. E. ANDRUS 


of health and job—and his family and friends suffer 
because he is all in and irritable. 

No man likes to feel ridiculous. The wrong shoes 
for any occasion leave him open to adverse criticism. 
Tell him it can be avoided—and you'll help if desired. 

There are many ways of bringing out these and 
other angles that meet the mood of the public in a 
subtle, understanding way. But—(and this is ex- 
ceedingly important—to use such advertising creates 
a responsibility on your part that you cannot, and must 
not, overlook. 

The “fear” ad includes a promise—creates a feeling 
of hope—assures the reader that you can help him to 
prevent, avoid or overcome a difficulty. Your ser- 
vice and shoes must uphold that promise. 

Shatter his partial confidence in you, that brought 
him to your store and the result will be disastrous. 

On the other hand, when you fulfill the promise 
and meet his expectations, you have won a customer, 
a friend and a booster. 


"Theve’s a shoe store in 
my town I swear by. Every pair of shoes I’ve worn 
in the last ten years came from that store, and the 
same salesman sold me every pair. My wife has 
kidded me a lot because of the slight style changes 
from pair to pair—but I keep on sticking. I pay 
more than I would have to spend for any number 
of other well-known shoes—but I keep on sticking. 

I’ve read countless clever ads and received many 
letters inviting and urging me to try this or that shoe 
—but I keep on sticking. And whenever shoes is the 
topic of conversation, my boost for that store would 
put a paid press agent to shame! 

I’m getting full value through long service. The 
shoes are good looking, though not “snappy,” and I 
can wear them with complete comfort from the very 
first day. My confidence in my shoe store is so com- 
plete that I have no desire whatever to start experi- 
menting elsewhere. 

All of which is apart from the main issue under 
discussion, yet not so far afield either, for I played the 
“hope and hunt” system in buying shoes for many 
years—and perhaps it’s because I’m responsive to 
fear that I prefer to be safe rather than sorry. 

Through careful consideration you can win and hold 


confidence, combining a strong appeal for immediate 


business with solid building for the future. 
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Funny Feet 


A famous screen 
star made a for- 
tune with his 
ridiculous shoes 
and awkward 
gait—both in 
keeping with 
the dumb char- 
acter he por- 
trayed. But off- 
stage his attire 
is correct in 
every detail. 
What sort of 


a 








mandoyour | i 
shoes proclaim? 
Social and busi- 
ness acquaintances judge your ability 
and desirability by your appearances. 
When you fail to wear the correct shoes 
for each occasion you “get off on the 
wrong foot.” Neither carelessness nor 
lack of understanding are excused. 

Be fair to yourself—wear correct shoes 
on all occasions—we’ll advise you if 
you’re uncertain. 


[Store Name] 





LOST! and he 


couldn’t afford it! 





The man who lost money through 
buying cheap shoes that failed to 
hold up will learn something to his 
advantage by calling at (store ad- 
dress) one day this week. 





When you're trying to economize it’s very 
disappointing to discover that buying 
shoes does not mean a saving, even with 
today’s market advantages. 


Good shoes, fairly priced, save money 
through longer service—and a good store, 
like ours, sees that you get the right shoe 
for your feet. 

Save money and health by wearing good 
shoes—that’s the way to real economy. 


[Store Name] 
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Some Odd Sources of Leather 


How Animal and Bird Life from the Four 
Quarters of the Globe Contribute Their Quota 


[Tenth of a Series on All Leathers] 


The Pekin Sika (right) and the white tailed deer, a larger animal, are two 
of the several species used for making genuine buckskin. South America 
and China are the principal sources of supply of skins for the manufacture 


of this leather, popular for sport shoes. 


Hi istoricatyy buckskin leather 
is interesting because it is made of the same kind of 
skin that was so widely used by the American Indians, 
who tanned it mainly by treating it with pulverized 
brains and smoke. This leather has a finer face and 
texture than calf and “buck side” suede upper leathers. 
Because it is also more expensive, its use is limited. 
Though buckskin varies in quality like every other 
leather, the grain is generally not particularly good, 
being thin, wrinkled and loose fibered. It is porous 
and so makes a cool leather, but this fact makes it 
difficult to waterproof genuine buckskin satisfactorily. 
Its natural tendency to stretch is overcome by use of 
a backing material in lasting. Scratches and pits 
show up in buckskin. 

A suede or ooze finish on side upper 
leather made of cattlehide has taken its name 
from its resemblance to genuine deerskin, 
finished in the same manner. In volume, side 
upper “buck” far exceeds the use of genuine 
buckskin, which is used to a considerable ex- 
tent, however, in high grade white sport 
oxfords for men, women and children and in 
suede shoes for women. 

Our supply of deerskin (the female is the 
doe, the male is the buck), more than half 
of which goes into light weight shoe upper 
leather, comes from many parts of the world. 
Particularly choice are China skins, which run 
only about 33 feet to the dozen. Larger skins, 
running 60 to 70 feet to the dozen, come from 
South America. The Straits Settlements and 


East Indies also supply some deerskins. Al- 
together, about 2,000,000 of these skins are 
tanned annually in the United States. 

Most commercial deerskins yield only from 
four to six feet of leather—about the same as 
medium size calf skins. Most buckskin is oil- 
dressed, which is a peculiar tanning process, 
yielding a soft, pliable leather, buff in color. 
Chamois, made of sheepskin, is a common ex- 
ample of a leather that is oil dressed. The 
suede finish is almost invariably on the fibers 
under the grain, which is removed by long 
soaking in a solution of lime. Colors are 
applied, following buffing, by brushing them 
on in the form of a heavy paste. 

Once real elk skin was tanned by a combination 
process using smoke. “Smoked elk” originated in 
that way. Today the term is applied to a special side 
upper leather. Any elk skins actually tanned now are 
handled in the same manner as deerskins, and made 
into the same grades of leather. 


Bios is little or no genuine antelope 
leather to be found in shoes today. What is wrongly 
called “antelope’”—and this name is not used in shoes 
extensively in the United States—is suede-finished 
goat, sheep or calf skins. 

Aside from its use in shoes, the other principal use 


Left—Ostrich skins come mainly from Africa as a by-product of the onée 
flourishing plume industry. Vegetable tanned, they make an attractive 


leather. 


Right—Ostrich, the only bird skin leather, is marked by rosettes from 


which quills have been removed, leaving tiny holes. 


BooT AND SHOE RECORDER 
combining THE SHOP RETAILER, Oct. 4, 1930 





of buckskin is for gloves. Small quantities go 
into special types of apparel, such as riding 
breeches. One type of this leather is tanned 
for gloves with the full grain preserved. This 
is sometimes called “grain deer” instead of 
“smooth buck.” 


rr glazed horse and 
patent colt are shoe upper leathers made from 
horsehide—which also yields valuable glove and 


garment leathers. Between 2 and 3 per cent of the 


total leather production of the country is accounted 
for by this branch of the industry when it is tanning 
its normal quota of from one to two million hides, 
country and partly in 


obtained this 
Europe. 

Two distinct types of leather are 
made from horsehides. Cordovan 
leather is made from the shell—a 
part of the butt—that is shown in 
the sketch below. The front and 
sometimes the shank are used for 
making other leathers including 
glazed -horse and patent colt. 
(“Patent colt” is a misnomer to the 
extent that the hides of mature ani- 
mals are often tanned to be finished 
in this way.) 

Cordovan leather is vegetable tanned, naturally 
buff in color, sometimes pigment-finished and comes 
the nearest to being completely non-porous of any 
leather known. Its pores are nearly invisible and 
that fact has limited its use. The tanner, however, 
regulates the processing of this leather so that its 
natural density is not increased. Consequently, many 


partly in 


The kangaroo and wallaby, native only of the Australian continent, yield 
together about 1,500,000 skins annually. These make leathers of quality 


for many shoes. 


Kangaroo leather and wallaby have a very symmetrical pattern with hair 
cells nearly evenly spaced. Close examination of the actual leather shows 


a firm surface. 
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Two cordovan shells—finished. 

six square feet of this leather is obtained 

from each whole hide. 

taken only from a limited area across the 
rump of the animal. 


‘leather with which it can best be compared 


About 2,000,000 horse hides and colt skins, many imported, are tanned each 
year to make cordovan, glazed horse, patent colt and other horsehide 


leathers. 


people can wear-cordovan shoes without real dis- 
comfort. 

The two shells from a butt rarely have a combined 
surface of more than 6 square feet. Cordovan takes 
a brilliant polish and resists abrasion. Sometimes its 
characteristic color and waxy appearance are simu- 
lated on calf or side upper cattle- 
hide leather for medium grade 
shoes. 

Particularly when goatskin sup- 
ply barely meets demand for 
glazed kid leather, half-fronts of 
horsehide, 10 to 14 feet in area, 
chrome tanned, have been finished 
to simulate genuine kid leather. 
Though it can be colored in any 
shades desired, horsehide cannot be 
split to weights comparable to the 
kid skins from which most women’s shoes are cut, nor 
has it so fine a grain. It wears well, however, and 
cuts so economically that it can be used in shoes in the 
lower price ranges. 

Chrome tanned horsehide leather that is used for 
making patent colt is heavier than goatskin—the 
and has 
a softer grain. In tensile strength, horsehide 
leathers compare favorably with cattlehide side 
upper grain leathers. “Silk” fibers might be 
likened to those of horse front leather, “cotton”’ 
fibers to those of cattlehide. 

Gloves and apparel are made from especially, 
tanned horsehide. A small amount goes into 
high grade razor strops. Best baseball covers 
and gloves and mits also are of horsehide. 
Small amounts of this leather are also used 
from time to time for luggage. 

There are 117 species of kangaroos, coming 
exclusively from Australia. In their native 
continent they have been regarded with un- 
friendly eye because of damage they do crops, 
and for many years a bounty was paid by the 
government for every animal killed. Forty 
years ago an American tanner discovered that 
their skins, running from 2 to 12 feet in area, 

[TURN TO PAGE 72, PLEASE] 
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The bones and muscles 
that suppport us when we are standing or carry us 
forward in the act of walking begin at the hip joint. 
That hip joint is so important and has so much to do 
with the mechanics of walking that it seems necessary 
to repeat some things I have already said and to im- 
press upon you the fact that practically every move- 
ment of the foot in walking, running, jumping or 
dancing originates at the hip. 

The hip joint is radically different from the joints 
at the knee and ankle. The accompanying illustrations 
make this difference perfectly clear. The illustration 
at the upper left-hand corner of this page shows the 
leg stretched outward at a right angle to the body 
and the dotted line shows the leg swinging in an arc. 
You can swing the leg forward, backward, outward 
or around in a circle. The illustration at the lower 
right shows the man standing on one foot with the 
other foot and leg raised. Dotted lines show the leg 
extended backward in the opposite direction. 

The knee joint only works one way. You can bend 
it backward but you cannot turn it any other way 
The same is true of the ankle joint; it has only an 
up and down motion. 

At the ball of the foot is another of these one-way 
joints. It has only an up-and-down motion. You 
can raise the toes or bend them down but you cannot 
change their direction in relation to the rear part of 
the foot. If you turn your toes outward or inward, 
you must turn the whole foot and that turning origi- 
nates at the hip. Prove that also with your own foot. 
I am anxious for you to get that and to remember it 
because it is going to have a definite bearing on what 
we will have to say later about the effect of a 


Functions of the Joints 


Mechanics of the Hip, Knee 
and Ankle and the Important 
Part Played by Muscles and Tendons 


Fourth of a series of articles about feet and footwear from the 


standpoint of foot health 


By HUGH THOMPSON 


weakened foot on the upper part of the body. 

When standing the leg is held straight by the mus- 
cles of the leg opposed to each other. The big flexor 
muscle at the back of the thigh and the extenser 
muscle on the front of the thigh are equalized in 
such a way that the leg is held straight. In like 
manner the muscles of the calf hold the weight 
straight up over the feet. 


L. me quote Gray again 
about these calf muscles: “In walking these muscles 
[TURN TO PAGE 64, PLEASE | 
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given the general hosiery mar- 
ket early in September when 
the Berkshire Knitting Mills, the 
largest producer in the field selling 
the wholesale trade brought its 
prices down in line with quotations 
in the general market. This action 
of the accepted “bell-wether” of 
the trade was followed by general 
price revisions of other concerns 
who had not previously reduced 
their lists. Branded merchandise 
manufacturers quite generally fell 
in line with the new price policy 
during the month. The Berkshire 
cut was the fourth within a year, 
and ran from 75 cents to $1.50 a 
dozen. 


[sven te stabilization was 





A few of the Berkshire quotations will give an idea 
of the general market level, bearing in mind, however, 
that these are prices quoted to the wholesaler and not 


the retailer. 


serkshire quotes $10.50 a dozen on a four thread 45 


ADVERTISING PAGES WOMOVED 


SO GOES THE HOSE MART 












More Price Cutting But Stabil- 
Off-Blacks 


a New Development. 


ization is Near: 









developed, but this fell off toward 
the close of the month when raw 
silk slumped to still lower levels 
and brought into discussion the 
possibility of still further price 
cuts. Another upset was given the 
market in the middle of the month 
when the Quaker Hosiery Com- 
pany announced a price of $7 a 
dozen to the retailer for an all silk, 
full fashioned stocking and $8 a 
dozen for a picot top number with 
a dull finish. 

In the meantime distress mer- 
chandise, although in smaller quan- 
tity than earlier in the year was fed 
out through retail channels at all 
sorts of low prices, resulting in 


widespread sales at retail of full 


fashioned merchandise at as low as 69 cents a pair. 
Toward the close of the month there were fewer of 


these sales and the trend now seems to be swinging 


decidedly toward regular merchandising. 


Along with the price cutting in manufacturing circles, 


























gage grenadine with picot top; $8.50 
a dozen for a tram, all silk, picot edge 
42 gage four thread; and $11 for a 
three thread 48 gage all silk picot top 
and all silk foot. A new stocking 
added to the line is a three thread .48 
gage grenadine with picot top, listed 
at $11.75 a dozen. 

Following the price cuts early in 
September some fairly good business 





Designed especially for 
Sports wear is this new silk 
and wool mesh number with 
its unusual hand embroidered 
clock. Presented in several 
of the new and extremely at- 
tractive fall brown colors by 
Alex Lee Wallau 





the organization of the Full Fash- 
ioned Hosiery Exchange showed 
some progress. Julian Armstrong, at 
meetings in Reading, Philadelphia 
and New York explained the plans 
for the exchange to meetings well 
atended by full fashioned hosiery 
manufacturers in those districts. The 
plan for the exchange, in brief, is 
for an interchange of production, 





Bolder and bolder grow the 
vertical lace stockings. Here 
is @ new one in a seamless 
number by the Society Maid 
Hosiery Co. This one has a 
wide mesh stripe and lace 
figures in the narrow solid 
stripe ~ 
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price and order statistics on the open price association 
plan, the setting up of a fund to buy and remove 
obsolete machinery from the market, to buy and control 
the marketing of distress merchandise and to engage 
in other activities designed to stabilize the full fashioned 
hosiery market and to correct the big evil of overpro- 
duction. The exchange will include in its membership, 
wholesalers, retailers, machinery producers, yarn manu- 
facturers, dyers, etc., in fact all branches of the trade. 
Among the prominent wholesale and retail houses al- 
ready identified with the exchange are Carson, Pirie, 
Scott & Company and Marshall Field & Company. 
According to Mr. Armstrong about 100 representative 
full fashioned hosiery manufacturers are aiding in the 
organization work. 

Tha: some sort of regulation of production is not 
only desirable but necessary is indicated in the Govern- 
ment figures on hosiery production, etc. for July, re- 
leased during September. While production of women’s 
full fashioned stockings showed a drop of around 27 
per cent in July this year, compared to July, 1929, 
stocks on hand at the mills at the end of the month were 
actually heavier than they were a year ago. 

The overwhelming proportion of black costumes that 
are being sold for the fall and winter season brought 
about a hosiery color development that is of decided im- 
portance. Along with a revived demand for gunmetals 
stockings, particularly the bronzy gunmetals, the new 
idea in off-black stockings has received decided impetus 
in his style quarters. This is treated at greater length 
elsewhere in this issue. The off-black stocking is a high 
style note and should be so treated by the retail trade. 

Otherwise color development is proceeding along 
lines laid down earlier this year. The darker browns 
are much in the picture and gaining ground steadily. 


Radically new tn con- 
ception is this “ortho- 
pedic” stocking, with 
its mesh sole, just in- 
troduced by Clarke W. 
Tobin, Inc. In addition 
to the ventilating fea- 
ture of the foot, the 
mesh sole has advan- 
tages im appearance 
when worn with an 
extremely low-cut san- 
dal. The stocking comes 
in both tram and 
grenadine 


A new sports number 
with lace clock made of 
Durene and silk. The 
combination of yarns 


gives a low lustre and 
long wear. Shown in 
s 


all new fall shades. 
From Shaughnessy 


Knitting Company 


Grenadines and other twisted yarn constructions as 
well as the chemically treated dull stockings continuc 
to elicit much interest and speculation. That produc- 
tion in grenadines is increasing is indicated by the fact 
that yarn throwsters report a steadily increasing de- 
mand for twisted yarns. Efforts to standardize grena- 
dine yarns or to define what is properly a grenadine 
have been made by the Silk Association of America. 
lowever, the trade in general is accepting a two by two 
construction as a grenadine and an increasing number 
of hose made of this construction are coming into the 
market. The two by two is cheaper than a genuine 
grenadine. Public acceptance of dull hosiery is increas- 
ing in all parts of the country, according to retail re- 
ports. 


T was a foregone conclusion that when black sprang 

into such unmistakable leadership as a costume color 

for fall and winter, hosiery would not be long in fol- 

lowing suit. Plain black hose were unthinkable, so the 

move has been in the direction of the off-blacks, blacks 
with a slight grayish, brownish or bronzy tint. 

As high style notes these new off-black stockings 
have swept the metropolitan centers like wildfire. They 
are generally referred to as stockings in the “inky” 
tones, in keeping with the development of inky shades 
in costumes, although the new off-black hose seem to 
find a place only for wear with all black dresses, coats 
and suits. 

Some of the names developed for these new tones in 
hose are interesting, such as “light black,” “thin black,” 
“thunder,” “night-club,” “black magic” and “caviar.” 
A lot depends on the choice of a happy name. Caviar 
is the most expressive name we have heard of so far. 
It was “thought up” by an astute hosiery merchandising 
man in Boston. 
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“IMMEDIATE DELIVERY” 
MEANS WHAT IT SAYS 


The Iron Clad line offers the merchandise, 
the values, the cooperation. Hundreds of 
stores rely successfully upon it. It isa com- 
plete line: Full fashioned silk, $7.50 to 
$15.00 a dozen; seamless, pure silk, $4.25 
to $7.50 a dozen. Also men’s hosiery in 
full variety, and misses’ and children’s 
hosiery of every sort a good store needs. 


EXCEPTIONAL 
VALUE 


Pure Silk to Top 
Dull Finish 
(Style 904) 


Full fashioned, chiffon weight, 
silk plaited foot, panel heel; sizes 
8%, to 10%; colors: 

Allure 


Beige Clair Light Gun Metal BEAUTIFUL STOCKING 


Brownleaf Mauve Beige ‘ 
Crystal Beige Fremenede = Full Fashioned 
Nightingale : Dull Finish 
$8.50 Doz. , (Style 951) 


Immediate Delivery . Exquisitely styled and finished, this 


stocking is the volume seller in its 


high-grade field; colors: 


Allure Dream Pink Oak Rose 
Beige Clair Duskee Plage 
Blond Dore Ivoire Promenade 
Brownleaf Light Gun Metal Rendezvous 
Caresse Mauve Beige Rosador 


Crystal Beige Nightingale White 


$11.25 Doz. 


Immediate Delivery 


Manufacturers of Full Fashioned and C O O P E R ; W E L L S & C © A Manufacturers of 


Seamless Hosiery at St. Joseph, Quality Hosiery for Over 
Michigan, and Decatur, Alabama 250 Broad St. - St. Joseph, Mich. F ifty Years 
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THEY WALK A MILE FOR 


In the Hassel Shoe Shop in Chicago, 


Hosiery Trade Is Drawn from the 

Other Side of the Loop, a Mile 

Away, Simply by Giving the Cus- 
tomer What She Wants 


and where 90 per cent of the customers are office 
workers, is the unusual job that Hassel’s fill at 
the south end of the Loop district in Chicago. So well 
is this filled that girls working in the north end will 
cross this mile distance to buy their hoes in this shop. 

As a leader there are two prices that are featured, 
a chiffon at $1 and another of finer weave with lisle 
foot enforcement at $1.15. This is the best seller, with 
the dollar hose second ‘n volume. Then comes hose 
at $1.25, as a third place and price, with $1.95 hose 
the peak price carried in this shop. 

Mrs. G. E. Whipple is buyer and has worked out 
several very interesting schemes for caring for this 
trade. As this is a section that is usually paid on the 
lst and 15th of each month, there is a tremendous 
volume of selling done the following two and three 
days. And since this $1 hose has been put into the 
section, business has just mounted upward. There is 
not a shoe salesman who does not sell hose and sell it 
intelligently, for this is as much his job as is that of 
selling shoes. 

Mrs. Whipple has found that girls purchasing in 
this store want only silk hose,.so she has made her 
price ranges complete and carries in stock sizes from 
8% to 10% in the six price ranges. Also, from past 
experience she has learned how much damage a price 
ticket can do to a pair of hose, either in being put on 
or being taken off, so in these hose at Hassel’s there 
are no tickets; instead, letters are used, and woven 


GS and wt hosiery in a popular priced shoe shop, 


into the hose so that a woman, as well as the sales 
clerks, know a size. 

In this new size method, A means 8%; B, 9; C, 
94%; D, 10, and E, 10%. There are in each drawer 
four sizes, 8% to 10, and the colors are graduated, so 
that the light spot selling tones are in the upper row. 
All of the i01%’s are in the bottom row and run along, 
rather than in a drawer of quarter divisions. 

Watching the sales made in this store during a busy 
hour is a revelation of spot selling. As many as forty 
girls will be in continuous line waiting for hose on a 
Saturday between the hours of 12 and 3.30, and it re- 
quires the services of ten clerks to care for this busi- 
ness. During the week four are regularly used, with 
two coming in for the peak selling that begins almost 
on the stroke of 12 and seems to stop on the stroke 
of 1.30, but begins at 5 and continues through many 
times until as late as 6.15, although the shop closes at 6. 


ACH girl has her book and a pile of tissue paper 

in front of her for these high selling periods. Al! 
hose are displayed on the tissue—for in this peak sell 
ing every motion counts—and when a decision is made 
a flip of the tissue, the hose are wrapped and con 
veniently placed on hooks at the top of the counters 
are the hosiery bags, the hose is dropped, the bag lifte:! 
and the hose are in. Two cashiers make change jus' 
as fast as these sales are done, and yet in the selling 
at this store there is one question asked that the write 
has not heard done before as part of speed selling in 
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THEIR. HOSE 


Vvv 


One of the Important 

Things in Selling Hose, 

According to Mrs. G. E. 

Whipple, Is Giving the 

Customer the Correct 
Length 


a popular-priced shop. After the size has been asked, 
and the hose shown, these decided upon the clerk asks 
what length? Each pair of hose is measured for length 
and this, according to Mrs. Whipple, is one of the 
reasons why the hose at $1 and $1.15 have had this 
great sale and widespread loop advertising. 

There is the usual discount made on a sale of three 
pairs, and each time this is suggested in the course of 
a sale, the moment being that taken in which a clerk 
must refold the unsold hose and return these to the 
drawer before another sale is started. In this way 
stock is where it is needed, not all mussed up on the 
counter and being handled and tossed about. 


N the windows and in the cases there is a complete 

- color range with names given; and Mrs. Whipple 
says that her customers know the exact tone they want, 
and during a comparatively dull period, this writer 
heard some fifteen women ask for the particular color 
and types wanted, specify the size and as wel! the 
length. “These girls,” said Mrs. Whipple, “usually buy 
here. A woman not in the habit of shopping here never 
asks about length.” And almost before this statement 
was completed Mrs. Whipple turned to serve a cus- 
tomer, and when she inquired the length the woman 
was quite at a loss to know what it was. And she was 
quite delighted to be informed that stockings were in 
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various lengths now as well as in sizes, and she left, 
expressing satisfaction at hearing this. Thus, Mrs. 
Whipple says, more and better business is being built. 
No sports or wools are carried, only silk chiffons, for 
that is what this trade demands. 


Hosiery Tips 


ERE are a few tips on the operation of hosiery 

departments generously passed on by Miss 
Nellie Collins of the Van Dyke department store in 
Winston-Salem, N. C.: 

All hosiery salesgirls are required to rub cold cream 
on the hands after washing to keep them soft and 
smooth, thus preventing the damage of hosiery in 
demonstrating. 

Case displays in the hosiery department should include 
shoes, not primarily for the purpose of suggesting these 
items but of stimulating the customer to think of hose 
in combination with shoes and also to show the proper 
color ensemble relation between the two. 

Customers should never be allowed to handle hosiery 
before purchasing. Let the salesgirl demonstrate its 
texture by running her own hand in the hose. 





THEY CAN'T MISS HOSE HERE 


OO Oe OF OF er COC Oe Oe Oe Oe Oe OPO. O- OF. 4 7-H + 





HEN the new Goetz-Mittleman store handling I. 
Miller shoes exclusively was opened recently in the 
new Fisher Building in Detroit, hosiery got a real break 
as shown in the pictures above. Placed at the left of the 
entrance—eyes naturally turn to the left, you know—it 


WTI) WN H} : Ni (1 : sid! 


cannot escape attention. Quite a stock of colors can be 
carried in the glass front drawers which extend up quite 
high—the skyscraper influence is apparent. This little 
department also does a flourishing business in hand bags 
and buckles, which are most cleverly displayed. 
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DVERWSING PAGHS RBMOVED 


NATIONAL NEWS 


SATURDAY, OCTOBER 4, 1930 


EVERY WEEK 








Carbon Monoxide 
Proves Fatal to 
Soren T. Sorensen 


St. PAUL, MINN.—Soren T. Sorensen, 
pioneer shoe merchant of St. Paul, was 
killed by carbon monoxide poisoning in 
the garage of his home at 1964 Good- 
rich Avenue Friday afternoon. He was 
65 years old. 

Mr. Sorensen, who was president of 
the Sorensen Shoe. Stores, 413 Robert 
Street, remained home Friday because 
of a slight illness. According to his 
son, Roy T. Sorensen, Mr. Sorsensen 
worked about the house and shortly 
before 5 p. m. went to the garage to 
repair his automobile. The garage 
door, the son said, probably blew shut 
as it was not locked when Mrs. Soren- 
sen and her daughter returned home 
and discovered Mr. Sorensen uncon- 
scious in the garage, which was filled 
with deadly fumes. Efforts to resusci- 
tate him proved unavailing. 

Born in Denmark, where he learned 
the cobbler’s trade, Mr. Sorensen came 
to St. Paul 43 years ago and estab- 
lished a small repair shop. About 24 
years ago he started a larger shop at 
153 East Seventh Street, which later 
was enlarged to include a retail shoe 
store. His business grew until branches 
were established in Minneapolis and 
Duluth. These have been discontinued, 
but a branch is being operated in Still- 
water. 


N. S. R. A. Convention Office 
Opened in Detroit 


DetroiIt—The National Shoe Retail- 
ers Association has opened a branch 
office in the Book-Cadillac Hotel, where 
work in connection with the plans and 
preparations for the N. S. R. A. con- 
vention, to be held here Jan. 5 to 8, 
inclusive, will be handled. 

Committees on display, styles and 
publicity are holding regular meetings, 
and from this time until the conven- 
tion the local office will be a scene of 
busy activity, General Chairman Mit- 
telman and the various special commit- 
tees already have their advance plans 
fully developed, and from now on the 
actual work of preparing for the con- 


Pessimism Delays Recovery 


Chicago Inquiry Reveals Peculiar State of Mind, with Indi- 
viduals Practicing Economy for Reasons Unknown— 
Shoe Sales Increase Regardless 


CHIcAGoO (UTPS)—Sales activities 
in the Chicago shoe merchandising 
field continued on the upgrade last 
week. Both retail and wholesale mer- 








vention will be under way. 
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Styles Conference 
Program 


October 14-15, 1930 
Hotel Astor, New York 


The several style committees of 
the N. S. R. A. will meet Oct. 14 
at Hotel Astor to formulate their 
recommendations for the Spring 
and Summer. The official report 
on Spring styles will be adopted 
the following day, at a joint ses- 
sion at 10 A. M. in the Upper 
Ballroom with the following 

PROGRAM: 


1. Address, Gordon McNeil, Gen- 
eral Chairman of the Styles 
Committee of the N. S. R. A. 
Introducing John C. McKeon, 
Chairman of the Joint Styles 
Conference. 

2.“Men Up-to-Date.” Address, 
George Geuting. 

“Introducing a Stranger in Our 
Midst.” 

3. “Spring Blossoms,” Miss Kath- 
leen Howard, Fashion Editor, 
Harper’s Bazaar. 

4. “Style Pre-eminence,” Madame 
Hamilton Jeffries, Fashion Ed- 
itor, Boot and Shoe Recorder. 
Visualizing Color Trend as 
Standardized by the Textile 
Color Card. Gowns, millinery 
and footwear through the gen- 
erous cooperation of Bonwit 
Teller, Fifth Avenue at Fifty- 
sixth Street, New York City. 

5. “Flashes from Overseas,” Mrs. 
Margaret Hayden Rorke, Man- 
aging Director, Textile Color 
Card Association of America. 

6.“The Nation’s Business—Our 
Business,” Bruce Barton. 

Luncheon, 12:45 











chants benefited by increased buying. 

The buying public is showing a de- 
cided preference for moderately priced 
shoes, declared an executive of one of 
the larger Chicago wholesale shoe 
firms. Inventories are low and mer- 
chants all over the country are buying 
steadily to replenish their stocks, he 
concluded. 

General sentiment prevails that busi- 
ness will show steady improvement 
right up to and including the holidays. 

That the passing business depression 
is retarded in recovery by a rather 
widespread and unnecessarily severe 
pessimistic state of mind is indicated 
in a simple test recently conducted by 
an official of a large radio concern. 
This executive assumed the duties of an 
“inquiring reporter” and stopped forty- 
seven men and women, picked at ran- 
dom on the street, and put a series of 
questions to them. 

The first question was, “Do you think 
business in general is good or bad?” 
Forty-four of the forty-seven 
“bad.” 

The “Are you 


second query was, 


.| Spending less than you would if you 
|, thought business good?” 


And forty- 
—_ answered that they were spending 
ess. 

Next he asked, “Has the passing 
business depression decreased your in- 
come?” Again forty-four replied that 
it had not. 

Then, to those who answered the 
last question in the negative, a final 
question was put. Here it is: “If your 
income has not decreased, why are you 
spending less than you would if you 
thought business good?” Thirty-six of 
the forty-seven confessed themselves 
completely stumped. They couldn’t 
answer it. The rest offered fair and 
reasonable replies. 

The results of this test disclose to 
what a great extent state of mind is 
influencing the public attitude at the 
present time. People have uncon- 
sciously created a mental hazard in 
their buying habits, which is respon- 
sible for unreasonable and unhealthy 
thrift. The practical effect is to re- 
| tard the advance of business. 








said ~ 
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BUW in THE NEW . 
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BOYS WILL BE BOYS 


In line with our policy to meet 
conditions 


STORM KING 


POPULARLY PRICED 

Genuine Tan Elk, 12 inches, Black 
_ Pocket for knife, Straps and Back 

tay. 

Same Shoe in All Black Elk, Armor- 
tread pon sition, Double Duty Outer- 
sole, er Slip Sole, White Storm 
Welt, = Leather Inner Sole. 
12-13% 82.25 1-6 $2.75 


B. Friedman Shoe Co., Inc. 
ESTABLISHED 1880 
109 Reade Street 
New York City 





—NEW VALUES— 


“FAIR LADY” 
CORRECTIVE GOODYEAR WELTS 


KID LINED — 
FRENCH CORDED 


$2.85 


5100—Women’s Blk. Kid, center buckle, Cuban rubber heel, 
welt, widths C to EE, sizes 3 to 9 2 
5101—Same in Patent Leather Stouts 
Cut-Out Oxfords and Sandals In Stock 


Samples Sent Prepaid 
POWELL & CAMPBELL 


129 DUANE STREET NEW YORK 


af. ie. 





DR. MILES HEALTH SHOES 


IN STOCK | peg 
= “if 


No. 2614—Patent, One-Strap, No. 2618—Black kid Oxford Tie, 
steel arch and cottage shank. steel arch and cottage shank. 
Also Black kid and Brown kid. Also in Patent and Brown kid. 


Widths D and HHE—Sizes 3% to 9. 
BLEECKER SHOE CO., INC. 138-140 Duane Street 


Boston: 216 Essex St. Philadelphia: 17 No. 4th St. 
Pittsburgh Headquarters: Hotel Henry 





“EASY TO SELL” 


Lion Footwear Par Excellence 


Ready to Ship 


AG : 
“Lady Beverly’ $2. “Elmont’’ $2.75 
6036- yr Side 8 uckle ; Baby 9045 -6—Patent Oxford, Baie sine i 
and High Heels “e. Rajah and Trim, Baby and High H 
Silver Patent Wav ‘or Kid, >» & Tian) 
$038 - —— with Hiajah and Sil- 
ver Wave Baby and High Heels. 
6040—Brown Kid with Rajah and Cop- 
per Patent Wave. Baby Heels only. 


LION SHOE COMPANY, Inc., 118 Duane Streei 


9049- ick 
Trim, Baby “~ High Heel. 
3% to 8. 


eo ew Put 





fe _— - —wo 


HIGH GRADE UNBRANDED 
“COMPO” ALL LEATHER SHOES 


C A new, modern, scientific method of Shoe Making 
\ —Eliminating tacks, staples, nails and 
stitches, which assures better fit, longer 
wear, smarter appearance and 
faultless flexibility. 


5 to 
4 to 
3 t 


1536 Black Suede and Calf. .$4.00 1531 Black Demi-Glazed Kid..... $3.60 
1537 Brown Suede and Calf. .. 4.00 1532 Leaf Brown Kid 4.00 
$3.25—REGENT & SEAMLESS PUMPS—$3.35 
MANY OTHER STYLES—WRITE FOR CATALOG 


_ MORSE & ROGERS 


Y. Branch International Shoe Co., Inc. DYANE & 


= - = Pr uh 








SAKS PRESENTS A» NEW MODEL, A 
2 STRAP HIGH GRADE TURN FOR THE 
SPORTS ENSEMBLE. 


The Joan 


No. 7075 Black Suede 
two strap, patent trim 
on vamp and quarter, 
modified toe, 15/8. 
Cuban heel, turn. 
$4.60 


UANE ST 


»/4 “tS 


ines 
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Jhe GREAT WHOLESALE MARKET 


nee ~ 









select from in all materials A to EEE. Sizes 1 to 


Dr. Carol’s Health Shoe 
All $2.50 


French Cord, Kid lining. Full 
Breasted Heels and Leather 
Inner Soles. 

3% to 9 E and EEE 
15/8 Baby Heels 











No. 8500 Center Buckle sh 520 Side Buckle 
6500—-Patent. Mat calf or grey es Mat calf « ere 
im. Rajah 


Raj trim 
pe +m te oy 2 =. trim. 852i—Blk. kid, same trim. 
$306—BIk suede. 8525—Brown kid, tan Rajah trim. 




















m., leading Stylish Stout Specialty house in America. ag at to 














4414—Black Satin, * 
4415—Black Satin, 
Built On Our New Exclusive 


Modified Toe Last. 
AA to C. Baby Heels, A to C. All In Stock—At Once Delivery. 


CRESCENT SHOE CO. 
131-133-135 Duane St. 


High Heels, 


—™~ te at. — 


Crescent 100% Compo Opera Pumps | 


4406— Patent, 21/8 Spike 83.40 
15/8 bay 4 


pike 
4408—Black Moire, 
4409—Kaffor kid, 


New York City 


1 





















tary) 
0 
King of Stylish Stouts 
bi< 161 DUANE S8T. NEW YORK CITY 
a a ' Peat. Aunts A% ~*~ oe 
Pe — 
; ae 





THE “PEDIKRAFT” SHOE 


“Corrective” Goodyear Welts for Women 


In Stock 
Smart Styles 


9015—Patent cut out Oxford........ $2.85 

9055—Black Kid cut out Oxford..... be 
9035—Brown Kid cut out Oxford..... 

9115—Patent center buckle strap.. : Es 

{ 9155—Black Kid center buckle strap. 2.85 

9135—Brown Kid center buckle strap. 2.90 
t2is—Biack Kid side buckle wide 


Cee eeeeereeeeeeseeseee 














AM! Leather Heels, ‘Rubber A Lifts 
A, B. C, D. EE 


Write or Wire yo 


LAZARUS FRIED & SONS, INC. 
120 Duane St., New York City 












_ _— —e- 


Ready to Ship 
Excellent Values 













8037—Black Suede, 
piping, Rajah Lizard 
20/8 hee 


Heel 

8039—Kaffor Kid, 
Piping, Rajah Lizard 
20/8 heel 


Heel 


Heel 
8043—Patent, Rajah 


—Same with 15/8 
Heel 
High Heel—A B C 
Baby Heel—B C D 


LEVEY BROS. SHOE CO. 


145 DUANE ST. 


Soars Above All Others 
The Question Mark 


Silver 
trim 


8038—Same with 15/8 Baby 


Silver 
trim 


8040—Same with 15/8 Baby 


8041—Brown Kid, Lizard to 
match, Gold Kid Piping 20/8 


ee. 
8042—Same with 15/8 Baby 


Lizard 


trim Silver Piping 20/8 heel 
8 


Baby 
D 
















¢ 


\ at $2.65 


Patent Leather 

Black Calf 

Black Satin 

Black Moire Satin 
Brown Kid 

High and Baby Heels 
3 to 8, B & C Widths 








{ J. WEISS SHOE CO. 


f 137 Duane Street 





tit tf 





A Tackless, Seamless, Cemented Opera 


»~ 





New York City 


15 Cents a Pair 


Samples sent on request 


BLOG SHOE COMPANY, Inc. 


147 Duane St. 


Look Over Our Line of 
Men’s Spats 


Reduced Price for Early Delivery 










tude 
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WHERE TO BUY 
Men’s Shoes 


OO EO er 


ig STEADY PROFITABLE 
BUSINESS IS WANTED, SELL- 





SHOE 
FoR MEN 
(P) M. A. PACKARD CO., Makers 
BROCKTON ccecnssccmme 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


. W. COOK, President 
N. Y., U. 8. A. 
MEN'S FINE {HOES EXCLUSIVELY 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 























EAST WEYMOUTH.MASS. U.S.A. 








Tan ioe 


mOnEsT ALL 


87 IN-STOCK STYLES FOR MEN 
11 IN-STOCK STYLES FOR BOYS 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 
WRITE TODAY FOR CATALOGUE 


eae 


KUMFORT-ARCH SHOE 


Mabe Bavny by De 
EMERSON SHOE MFG CO 














Off for Europe 





| 


LOUIS W. CORDON 


Louis W. Gordon to Spend 
Month Abroad 


NEW YorkK.—Louis W. Gordon, pres- 
ident of the Deauville Import Corpora- 
tion, New York, sailed last week for 
Europe, aboard the Leviathan. 

The object of Mr. Gordon’s trip is to 
work with leading textile mills of Ire- 
land and England to produce a fine 
shoe linen in anticipation of next 
spring’s business, in which linens are 
expected to be an important factor. 

Mr. Gordon will return to New York 


in about four weeks. 


MIAMI, FLa. (UTPS)—Cornell’s, one 


of the exclusive high grade booteries 
devoted entirely to women’s footwear, 
and located on E. Flagler Street, has 
reopened after being closed for the 
summer season. W. L. Riner is man- 
ager of the shop, and in anticipation of 
the -demand for brown in all its many 
shades: for fall wear, he has reopened 
with a very fine line in these shades. 
He predicts that the lighter tints of 
brown in suede and kid will be popular 
for southern resort wear this coming 
season. 














Grossman Banquet at 


Brooklyn Elks Club 


New YorK.—A banquet and get-to- 
gether meeting was. held Saturday 
night, Sept. 20, at the Elks Club in 
Brooklyn by Julius Grossman, Inc., at 
which were also present department 
heads, executives and members of both 
the factory and retail store on Fifth 
Avenue. 

Frank Grossman, president of the 
company, delivered an inspiring ad- 
dress. Fred Hemley acted as toast- 
master. Sol Mayer, vice-president and 
sales manager, promised in behalf of 
the sales force enthusiastic cooperation, 
and introduced each salesman and his 
record of achievement. 

Leon Friedman, advertising counsel, 
outlined advertising plans under con- 
sideration. Mrs. Marjorie Rosenthal, of 
Paris, stylist for the company, was an- 
other interesting speaker, and Mannie 
Grossman, factory superintendent, 
spoke for the production branch. 

Other speakers were: Judge Edward 
Schoen, Wa'ter Friebourg, A. Swartz 
and representatives of the business pa- 
pers. 


C. A. More Resigns from 
Chouteau Shoe Mfg. Co. 


St. Lours—C. A. More has severed 
his connections with The Chouteau 
Shoe Mfg. Company, having recently 
resigned as vice-president and director. 

Mr. More, who was one of the larg- 
est stockholders of the company, has 
also disposed of his holdings to three 
of his former associates. For the pres- 
ent he is going to take a much needed 
rest before making other connections. 

Mr. More has also resigned as presi- 
dent of the St. Louis Shoe Manufactur- 
ers and Wholesalers Association. 


To Make New Dye 


UNION City, N. J.—Armbruster Re- 
search Laboratories are starting the 
manufacture of a guaranteed, per- 
fumed, sun-fast waterproof dye. 








They'll Cover the Country 











60 


The president and sales manager of Julius Grossman, Inc., with the five salesmen 

comprising the selling staff, who are about to embark on a campaign. Seated, 

left to right: Frank Grossman, president of Julius Grossman, Inc.; Sol. Mayer, vice- 

president and sales manager; standing, left to right: Ronnie Mermelstein, Mid-West 

territory; J. H. Reinhart, Pacific Coast; Ed Sanders, South; Samuel G. Staff, Penn- 
sylvania and New England; and Ben Kohan, Greater New York. 
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which will be on display at the Joint 
Styles Conference — 


Hotel Astor 
New York 


October 14 and 15 


in a complete showing of 


GLACE CALF 
Spring’s New Coler Mode 


COLORS —will make a natural and economié forward 

pass from the predominance of black as the 

K-301 Sea Sand favorite color of fall and winter to conservative 
K-302 Caramel colors distinguished by their depth of tone and 


K-303 Putty Beige lustre. 
K-304 Mocha Parfait The new colors in KAFFORITE Glace Calf are 
K-305 Swagger Brown designed in harmony with the styles and fabrics 


K-306 Indies Brown 
K-307 Grenat KAFFORITE Glace Calf is light in weight, of 


K-308 Admiralty Blue deep tone and fine grain, with a tight break. 


now in the making for next spring. 


K-309 Paddock Green It supplies the manufacturer with an ideal 
—Also a deep rich lustre background for beauty of styling, and the mer- 
Black. chant with footwear of durability and desirabil- 
ity to meet the demand in the popular price 


range. 


Sample swatches sent on request. 


ea) /2- OHIO ILEIATHER [Cio= 
a GIRARD OHIO 
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WHERE TO BUY 
Men’s Shoes 





SHOE 


Reston—183 Essex Street 
N. ¥.—915-917 Marbridge Bldg. 


Co. 
Brockton, 
Mass. 
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WHERE TO BUY 


Women’s Shoes 


toe re eee 


Ultra-Smart Sandals 
Complete oer 
Unusual 
Profits 
Write direct 


id 





BIARRITZ SANDALS, INC. + 
33 West 27th St. New York 























WHERE TO BUY 


Shoe Forms 


for Shoes pe islery 


made of white, 
transparent or colored 


ut FAIRYLITE 
Shee 5 Form Co.,Ine., Auburn, N. Y. 


WHERE TO BUY 


Store Fixtures 


\TALOG 
FIXTURES 
LLATIONS 


INSTAL 


NI VV GOODWIN ( 


HOF STOR} 





On the Selling End 


News of Shoe Travelers and Sales Activities 





Congratulations! 








Arthur C. Earle 


To Daddy Earle 


Congratulate Arthur C. Earle. The 
dean of the active traveling shoe sales- 
men of America celebrated his fiftieth 
year with Laird, Schober & Company 
on Oct. 1 

It was “Earle Day” in Philadelphia 
on that date. The veteran traveler rem- 
inisced and told of the enthusiasm that 
he could still remember that attended 
his first day’s work on Oct. 1, 1880. 

Traveling a half century ago was no 
picnic. Hotels were few, transporta- 
tion exceedingly slow and the hired 
horse and team did its eg in opening 
pioneer accounts. He told of riding the 
stage from Butte to Helena in the cus- 
tomary garb of the traveling man of 
those days—high silk hat, frock coat, 
etc. For safety’s sake a pistol was car- 
ried. When he arrived at Helena, he 
had to hide the silk hat because sev- 
eral tough strangers were regarding it 
with envy as a pleasant target and 
were gathered around to watch him 
leave the hotel. 

When Daddy Earle was asked what 
significant difference there was in the 
merchants of today, he said: “Today 
they aim for more profits. Merchan- 
dising is indeed much more intelligent 
today and we see a greater spread of 
retail selling. In those days regular 
family shoe stores were the only places 
that sold shoes. Today shoes are mer- 
chandised in palaces, parlors, depart- 
ment stores and everywhere else. Then 
the traveler made season trips. Now he 
trips the entire season.” 

Daddy Earle’s actual traveling ex- 
perience covers fifty-three years but he 
keeps his record from the initial day 
that he started with the house of Laird, 
Schober & Co. Now that he is in his 


62 


eightieth year, he is looking forward 
to the next ten-year mark as traveler 
and salesman—even though the truth 
gets out that most of his contacts from 
now on will be with buyers who visit 
the factory. 


ETTER conditions for midwest sale: 

were mepested here last week b) 
Rochester ¥ lesalers and leather men 
maga from trips through that re- 
gion. ildren’s shoes have taken an 
upturn there and slightly less so in the 
East, it was said. This was not at- 
tributed particularly to the report that 
exports in women’s and children’s lines 
had increased 12 per cent over those 
of July. 

Rochester factories are going well in 
children’s footwear. Optimistic reports 
came from Endicott last week to th: 
effect that Endicott-Johnson is turniny 
out 100,000 pairs of shoes a day.— 
(UTPS). 


| sae A. HUNT, for many years 
connected with the Emerson Shoe 
Co. both as a director and salesman, 
and more recently a member of the 
Field Bros. Shoe Co., again has become 
associated with the sales force of the 
Emerson Company of Rockland. Myr. 
Hunt, one of the veteran shoe salesmen 
in the Old Colony district, has traveled 
for years both for the Rockland ani 
East Bridgewater concerns. He is 
covering his old territory, New York 
and New England. 


INSLEY RAGLAND, for many 

years Southern representative of 
the Brockton Shoe Company, of Ho!- 
brook, Mass., has resigned to accept a 
position with the Bona Allen Shoe 
Company, of Buford, Ga. Mr. Ragland 
will discontinue his office and display 
rooms in the Peachtree Arcade Build- 
ing, it is understood.—(UTPS) 


H. ROMSEY, who has been operat- 

e ing a retail shoe shop in Cleveland, 
has left his store in the hands of a re 
sponsible manager and is back on the 
road again. Mr. Romsey is traveling 
for the Consolidated Shoe Company o! 
Lynchburg, Va.—covering New Yor! 
State, New Jersey and Connecticut. 


AN O’BARRY, well-known sales- 
man, has been appointed represen 
tative of the Bona Allen Shoe Company. 
Buford, Ga., and will take over Texa 
and Oklahoma for his firm.—(UTPS). 


MONG the shoe men in Atlanta. 
Ga., during the past week were Bi!! 
Levitt of the Ledford Shoe Company 
Milford, Mass., and Bon O’Toole 0° 





the “Friendly Five’ line, Memphis. 
Tenn.—(UTPS). 
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En-Joie Health Shoes 


In Stock —= to Retail at 


$ 


2339 


2338—Mat Kid, AA-D 


2339—Prado Brown Suede, AA-D....... 3.35 
Welt Construction, 14/8 Covered Heel. 


A2404 


2402—Patent, AA-E 
A2403—Black Kid, AA-E 


A2404—Prado Brown Kid, AA-D . 
McKay Construction, 14/8 Covered Heel. 
EEE only, Full Breasted Heel 10c extra. 


2323 


2322—Patent, A-D ................... ...$3.15 


2323—Black Kid, AA-D —...............-.-.--- 3.15 
Welt Construction, 14/8 Leather Heel. 


& 


Retain 
that 
Youthful 
Step 


& 


In Stock 
for Immediate 
Delivery 


2442—Patent, A-D 


2443—Black Kid, A-D 2.75 
McKay Construction, 14/8 Full Sinead 
Heel. 


2353 


2352—Patent, A-E . 


2353—Black Kid, A. Er. eisai 
EEE on the above 10c_ ‘extra. 


2359—Prado Brown Kid, A-E . $2.85 
Welt Construction, 13/8 Leather Heel. 


2356—Patent, B-E 
2357—Black Kid, BE 2.0.........-..-0-c000-0026T8 
EEE on the above 10c extra. 


2360—Prado Brown Kid, A-D .............$2.85 
Welt Construction, 13/8 Leather Heel. 


WRITE FOR CATALOG OR SALESMAN TO CALL 


EN-JOIE SHOE COMPANY 


ENDICOTT, NEW YORK 


Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, Oct. 4, 1930 








WHERE TO BUY 
Men’s @& Women’s 
Slippers 





MEN’S FINE 
HAND TURNED 


SLIPPERS 


Manufactured 


Full leather by 
lined slippers 
from $2.00 to $2.65. W. S. CHASE & SONS 


Send for Catalogue. Haverhill, Mass. 
Boston Office: Room 501, Statler Bldg. 

















Os 8. EVANS’ SON OO., Wakefield, tk) 


Women’s D’Orsay 
Slippers 

In a wide variety of 

colors — Combining style 

with comfort. Created by 

the manufacturers of 


oe 


Pulman Slippers 
Nationally known 


BALTIMORE, MD. 
Marbridge Bidg. 


IN-STOCK 


Samples 
and Prices 
on Request 


SWAN SHOE CO., INC. 
Manufacturers 
New Yerk Office—Room 551, 





An Absolute Fact 


Prices: 
60c. to $1.65 

per pair 
HORCO SLIPPERS are made better 
—and sell better—than any other 
slippers en the market in the popu- 


lar price class. 
Catalog on Request 


VINCENT HORWITZ CO., Ine. 
64-76 West 23rd St. New York City 














High Grade Turn Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Ime. 
Factory and Salesroom 
40-46 West 25th Se. New York City 


are 


Functions of the Joints” 


[CONTINUED FROM PAGE 32] 


raise the heel from the ground, the 
body being thus supported on the raised 
foot, the opposite leg can be carried 
forward. In standing, the Soleus, tak- 
ing its fixed point from below, steadies 
the leg upon the foot and prevents the 
body from falling forward. The Gas- 
trocnemius, acting from below, serves 
to flex the femur upon the tibia, as- 
sisted by the Popliteus. The Plantaris 
is an accessory to the Gastrocnemius, 
extending the ankle if the foot be free 
or-bending the knee if the foot be 
fixed.” 

It is not in the least necessary that 
you remember these hard names, or 
even know how to pronounce them. All 
you need to know is that there are two 
big muscles in the thigh, one to bend 
the leg and the other to straighten it, 
and a similar group of muscles in the 
calf of the leg. These muscles end in 
tendons which you can readily feel back 
of the knee, and on the front and back 
of the ankle. If you will bend your 
foot up and down, you can easily feel 
the large tendon at the front of the 
ankle and the Achilles tendon at the 
back of the heel, which is the thickest 
and strongest tendon in the body. 

There are two more muscles in the 
foot itself, one beginning at the Os 
Calecis and extending forward to the 
end of the metatarsal bones, where it 
separates into four tendons at the first, 
second, third and fourth toes. The 
other, which is more often quoted, is 
the Plantar muscle which is also at- 
tached to the Os Calcis or heel bone. 

This is a broad, strong muscle which 








Tanners’ Leather Show 


New York—The Official Open- 
ing of American Leathers, which 
will be held at the Hotel Astor, 
New York, during the Joint Styles 
Conference on Oct. 14 and 15, will 
display to visiting shoe manufac- 
turers and retailers one of the 
widest varieties of American 
leathers for shoe purposes ever 
presented under one roof. 

The reservations made _ for 
booth spaces show that seven- 
teen tanners of goat and ca- 
bretta leather, twelve tanners of 
calf leather, four tanners of fancy 
leather, three tanners of reptile 
skins, two tanners of sheep and 
lamb leather, two side leather 
tanners specializing in_ sport 
leather, a patent leather tanner 
and a buckskin tanner will ex- 
hibit. Furthermore, the number 
of certain lines will be increased 
by the fact that some tanners 
will show more than one class of 
leather. 

The Style Committees of the 
National Shoe Retailers Associa- 
tion, which meet on Oct. 14, will 
have an opportunity to examine 
the leathers shown for Spring 
styles before they begin their de- 
liberations. These committees will 
report as usual to the Joint Styles 
Conference on Oct. 15. 











also extends forward around and under 
the foot and divides into five tendons, 
one for each toe. These muscles aid in 
raising and lowering the toes, but are 
not capable of action independent of 
the muscles of the calf. The proof of 
this is that the slightest movement of 
the toes can be immediately detected 
in the movement of the muscles of the 
calf. In other words, if.the muscles 
of the thigh and calf fail for any rea- 
son to control the movements or to sup- 
port the foot, there are no muscles in 
the foot itself to, take their place. 

It seems’*to* me that we now have 
a pretty fair idea of the manner in 
which the weight of the body is car- 
ried down from the hip to the feet, 
with strong bones to support the weight 
and muscles and tendons to hold the 
body upright and to swing the weight 
from one leg to the other. It remains 
to show what happens when that mech- 
anism is thrown out of balance or 
weakened so that it does not function 
properly. 

In the first of this series of article: 
I told of what, to me at least, was an 
amusing experience I had with a sales 
man who told me my “seismoids hac 
fallen.”» The seismoid bones are but 
ton-like bones buried in some of th 
tendons. There are two of them unde: 
the joint of the first or great toe, on« 
sometimes under the second and fifth 
toes, and occasionally under the thir< 
and fourth toes. They are not attached 
to the other bones and have no part 
in the movements of the foot, other than 
possibly to modify pressure and act as 
a sort of separator or pulley for the 
tendon in which they are found. 

If the foot is otherwise healthy, we 
can forget about the seismoids. 


To Exhibit Kid Footwear 
from Fifth Avenue Shops 


NEw YorK — Arrangements have 
been made for a most unique show- 
ing of kid footwear from Fifth Avenue 
shops at 719 Fifth Avenue, southeast 
corner Fifth Avenue and 55th Street, 
from Saturday, Oct. 11, to Saturday, 
Oct. 18. 

One of the most beautiful stores on 
Fifth Avenue has been obtained fo: 
this unusual exhibition. It will be lux 
uriously furnished, and the shoes will 
be displayed on some of the prettiest 
show girls from Broadway productions. 

The exhibitors include many of the 
outstanding retailers in New York, 
such as Hanan & Sons, Somers, Inc., 
Milgrim, Saks-Fifth Avenue, Bergdorf 
Goodman, Jay Thorpe, Nancy Hagger- 
ty, B. Altman & Company, Lord & Tay- 
lor, Best & Company, Bonwit-Teller, 
Ben Lewis, Cammeyer, I. Miller & 
Sons, Delman, Shoecraft, Inc., and 
Julius Grossman, Inc. 

The event is staged under the direc 
tion of James J. Lyons in behalf of 
the combined Kid Leather Tanners. 

The exhibition will take place at : 
time when retailers and manufactur 
ers from all over the country will be 
in New York to attend the Officia 
Leather Opening and Joint Styles Con 
ference at the Hotel Astor, Oct. 14 anc 
15, and it is expected that many will 
attend. 
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Is great need 
this way- 


to the everlasting relief and satisfaction of your 
customers and at a nice extra profit to yourself! 





Of all foot arch troubles, Metatarsal conditions are by far the 
commonest — and the most painful. The majority of the people 
have them — women more than men. 


You can discover it every time by a simple manipulation of the 
metatarsal heads. And you could hardly make a suggestion to 
such foot sufferers that would be more warmly welcomed than 
one which promises relief and correction of this painful trouble. 


For ordinary cases of a weakened Metatarsal arch, there is 
nothing like Dr. Scholl’s Anterior Metatarsal Arch Support 
No. 24. It is all leather except for the small triangular plate (as 
illustrated). Light weight and fits 
snugly in all styles of shoes, taking 
up no more room than an insole, Re- 
tails for only $3.50 per pair! 


And it works like a charm. Pressure 
on and pain in the affected parts, is 
immediately relieved. Being adjust- 
able it can be raised as the condition 
improves. 


Phe i ’ Every day you are fitting shoes to 
This is itl » Dr. Scholl's people who need this very aid. Are 
Anterior Metatarsal you giving it to them? 


Arch Support No. 24 THE SCHOLL MFG. CO., Inc. Schoils Metatarel Arch Sup: 


py ps ~—_ on 
. . . P 213 W. Schiller St., Chicago port fits in smart shoes of today. 
Fits like an insole in the ' 

62 W. 14th St., New York — 112 Adelaide St.,E. Toronto Wholesale Price $21.00 doz. 


smart Pumps, Oxfords Retail $3.50 pair 
and Slippers Women S 
are wearing today! « « Dr Scholl S 


Foot Comfort Appliances and Remedies 
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WHERE TO BUY 


Women’s Novelties 


AEP 8 ee 


Toavees 


SANDALS 


will be the rage during 1931, 
for DaVido is the only braided 
Sandal with a distinctive fea- 
ture. 


THE R. STERN CO. 


IRWIN W. DAVID, General Manager 
303 Fourth Ave. New York 

















WHERE TO BUY 


Bowling Shoes 





BOWLING SHOES 


“Ooast IN-STOCK 
Smoked Elk 


$3.20 
BROOKS 
SHOE MFG. Co. 


Ses. Philadelphia, P 
110% S. Hi sret 





Moher” 





WHERE TO BUY 
Children’s Slippers 








Approved by Medical Men 


Burkley Shoe Co. 
1156 Noe. Main St. 
ton, Mass. 











A Smart New Calf and Lizard 
Strap Acrobat te Ste 


{2 
{ 
SHAFT-PIERCE SHOE o6., FARIBAULT, MINN. 

















Window Exhibit Shows 
Shoe Mileage 


Toledo, Ohio (UTPS)—Most 
anyone can make a fair guess 
about how far a rubber automo- 
bile tire will run, but how about 
the mileage of a pair of shoes? 

Even this problem has been 
solved for Toledoans and there 
is one pair of shoes in the city 
with a record of 1242 miles. The 
LaSalle & Koch Co., one of To- 
ledo’s largest department stores, 
wanted to know how long its 
boys’ shoes would last and en- 
listed the aid of a Western Union 
messenger boy. 

The boy put on the shoes and 
averaged 18 miles a day for 68 
days. This is about three and a 
half times the wear that an aver- 
age boy gives his shoes in the 
same length of time. 

The messenger tramped over 
street pavements, sidewalks and 
floors of office buildings day after 
day and the shoes are still in 
fairly good condition. They are 
on display in a window of the 
LaSalle & Koch store. 











Mabley & Carew to Open New 
Shoe Sections 


CINCINNATI (UTPS) — Mabley & 
Carew Co., Cincinnati department 
store, will open three new shoe depart- 
ments Oct. 1, when they will be installed 
in the Carew Tower, Cincinnati’s new- 
est skyscraper, Fifth, Vine and Race 
Streets. 

Roger Wakeman will have charge of 
a new popular priced basement depart- 
ment. Gerald Kemper will take care 
of their new junior girls’ department, 
while Ben Mader will have charge of 
the boys’ and young men’s department. 

A most modern and fashionable shoe 
salon will be opened on the third floor. 


On the same floor, but in separate quar- | 


ters will be shoe rooms for the “Select 
Sixes,” featuring a $6 shoe. 

Claude Monser, buyer, states that 
Mabley’s have had the most successful 
year of their existence and have had 
the largest volume of business. The 
shoe department since February has 
shown a direct increase of 43 per cent 
over last year’s business. Mr. Monser 
has just returned from an extensive 
shopping tour to stock his new depart- 
ments, 


New Lewis Store Opens in 
White Plains 


WHITE PLAINS, N. Y.—The Lewis 
Shoe Stores have opened an attractive 
new store at 49 Main Street, White 
Plains, selling women’s shoes exclusive- 
ly. The store is under the manage- 
ment of Billy Williams, who was form- 
erly manager of the New York City 
store. Overnight bags were presented 
1 purchasers of shoes on the opening 

ay. 


Return of Shoes Prohibited 
Save on Just Complaint 


INDIANAPOLIS, IND. (UTPS) — All 
out-of-town customers having charge 
accounts with the members of the Mer- 
chants Association and the Retail Shoe 
Merchants Association were notified on 
Saturday, with their monthly state- 
ments, of the rules and regulations gov- 
erning the return of merchandise. 

This action was taken by members 
of the association so that their custom- 
ers may be fully advised under just 
what circumstances they can or cannot 
return merchandise purchased. Foot- 
wear, the return of which is prohibited 
by the board of public health, either 
for refund or exchange, is one of the 
articles of personal use that would be 
likely to carry disease and cannot be 
changed for sanitary reasons. 

The envelope enclosure seeks to en- 
list the cooperation of the buying pub- 
lic in reducing the waste and loss that 
has been sustained by the merchants 
in the promiscuous return of merchan- 
dise. It also calls the attention of the 
buying public to the fact that unjust 
returning of merchandise directly af- 
fects the credit of the customer’s stand- 
ing. A strict record of all habitual 
returners of merchandise is kept in the 
credit files of the Merchants’ Associa- 
tion as the loss in the unjust return 
of articles makes the returner an un- 
desirable customer, either for cash or 
credit. 

A customer who has a just complaint 
is not stopped from returning merchan- 
dise purchased, as all just, legitimate 
claims will be satisfactorily adjusted by 
any of the shoe stores. It is to elimi- 
nate the unjustified, unfair return of 
merchandise that the campaign was 
inaugurated by the members of the Re- 
tail Shoe Merchants Association. 


Explains Reasons for Leather 
Tariff 


Girarp, On1I0 (UTPS)—Victor Lum- 
| bard, president of the Ohio Leather 
Co., which operates a large plant at 
Girard, was the speaker before the 
local Kiwanis Club recently. He spoke 
on the leather tariff and said that he 
had spent 18 months in Washington 
previous to the passage of the new 
tariff bills, working for a-higher tariff. 
He said that the tariff on leather was 
justified as 51 per cent of the type 
of leather manufactured at the local 
plant came from foreign countries. 

The speaker stated that the Ohio 
Leather Co. pays out monthly $100,000 
in wages, of which sum 90 per cent 
is paid to people living in Girard. The 
local industry uses 150,000 calfskins 
monthly and 20 per cent of all leather 
of that type is produced at the local 
plant. The Girard plant is the largest 
of its kind in Ohio and one of the larg- 
est in the country, he declared. 











Observes Anniversary 


ALLEGAN, MicH.—Dan Stern, pro- 
prietor of the Model Shoe store here. 
is this week celebrating his forty-fifth 
anniversary in the shoe business in 





Allegan. 
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ha Washington 
ARCH SAVER, | YOUTHFUL VOGUE] ARCH SAVER 


ARCH SUPPORT WELTS MODISH MISSES WELTS CUSTOM MADE TURNS 








The MARTHA WASHINGTON IN STOCK DEPARTMENT enables you to 
carry a small stock and yet have complete sizes at all times. 


Styles illustrated are our Modish Misses’ Welts—Youthful Vogue—In stock 
for immediate delivery. 


SYLVIA SADIE 








wo $3.25 Heel D $3.25 5880--Tan Elk, 8/8 Leather Heel, 


Heel, AA 
5404—Dark Brown Calf, Sandsnake Trim. ..$3.35 5466—Dark Brown Calf, Sandsnake Trim. ..$3.35 5881—Black Elk 


SHIRLEY TERESA STELLA 


¢Martha Washington 


se oN 








SALLY SONIA 


«Martha Washington 





5512—Dark Brown Calf, 
Leather Heel, AA 


5513—Black Calf, Hockey Grain Trim 


ther 
$3.25 
§516—Dark Brown Calf, Sandsnake Trim... .$3.35 


5461—Brown 
5462—Patent 


RUTH ROXY RACHEL 


2Martha Washington 











5573—Black Calf, 14/8 Leather Heel, AA-D.$3.25 


5574—Patent 5703—Patent 


5704—Brown Calf 


Be sure to get THE MARTHA WASHINGTON NEWS each month. It keeps you posted 
on the complete MARTHA WASHINGTON proposition. Let us know if your copy has not 


been received. 


CHAPLINE-MAYER SHOE Co. 


MILWAUKEE, WIS. 
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WHERE TO BUY 
Ballet Slippers 


6 8 me 6m a em se ee er meme 





BALLET SLIPPERS—IN STOCK 


of the unusual kind 


Bi02 Bik. Kid Hand Tura 


Soft Toe 
Child’s 6 to 11—$1.35 
Misses 11% to 2— 1.40 
Women’s 2% to 8&— 1.45 
Also Hard Toes 
SCHWARTZ & HERDER, Inc. 
Specialists in Ballet and Comfort Slippers 
241 No. 11th St., Philadelphia, Pa. 


QUALITY 


We are known to dancers 
for fine footwear at low 
cost. Italian Toe Danc- 
ing Slippers, Hoffert Danc- 
ing Flats, Sandals, tap 
plates, rompers, supports, 
and other dancing supplies 
that your customers need. 














Write us! 


a CHICAGO 
Heftert THEATRICAL SHOE CO. 
209 S. State Street | 


Toe Slipper 
Chicago, -Ill. 


Coast orders filled from: 
6715 Hollywood Bivd., Hollywood, Cal. 





In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 


147 Duane Street, 
New York City 








IN-STOCK 
BLACK KID BALLET SLIPPERS 
Ladice—Misses—Childs, Soft and Toe. 
PATENT AND KID 
TAP DANCING SHOES 
FT SOLE RHYTH 


so YTHM DANCING 
ALS 


i eolers 
BLA KID BoUuDOIRS 
At ence fer 
W. M. KILLORAN, Bex 1, Lynnfield, Mase. 











Rights and Lefts 
Two Grades 

Wom. Miss. Chi. 

$1.60 $1.45 $1.40 
1.35 61.80 «61.2 
Im Stock 

185 West Monroe 


wi. 
sUMNER 
SMITH 
Chicage, Ill. 


KENDALL aft, 
4 sideline of 


BALLET 
SLIPPERS 














Ordere filled day recetwed 
SEND FOR CIRCULAR DEPT. C. 


44 KENDALL SHOE COMPANY + 
HAVERHILL, MASS. 


























Production of 


Lynn Shoes 
Shows Increase 


LYNN, Mass,—Production here shows 
quite an increase, which is as was ex- 
pected, for the shops usually begin to 
make more shoes in September, and, in 
October, push their output up to the 
high peak for the last half of the year. 
As stocks of good shoes are low in 
stores most everywhere, and as brisk 
sales have lately been reported by 
many stores of big cities, it wouldn’t 
be surprising if an uncommon number 
of shoes were made and sold during 
the next few weeks. Production of 
women’s shoes, for the entire country, 
was about 12 per cefit less for the first 
seven months of this than last year. 
So a deal of aggressive merchandising 
will have to be done if this year’s total 
output is to equal that of last year. 

Suede, a favorite of fall leathers, 
presents a combination of shoes and 
hand bags to match, and a possibility 
of hats, of the beret type, of matching 
tones of suede. So there’s suede for 
feet, hand and heads, and suede coats 
may well be added to the list. 

Patent leather is gaining, for whole 
shoes, as well as for trims of suede, 
and the popularity of black, in unex- 
pected strength, is helping it along. 
Black kid is staple and styleful. The 
baby alligators are coming along fast, 
the larger use of them being for trims, 
and a few shoes, of the Stadium, or 
football gallery type, being of allover 
alligator. 

Tongues are in shoes again, and 
that’s something new to talk about. 
The three-eyelet tie is the leading 
model for October, according to one of 
the leading Lynn patternmakers. If 
it has a plain tongue, then it has fancy 
lace stays, and a tip and a fox, and if 
it has a fancy tongue, it may have 
plain lace stays, and, possibly, a plain 
toe and heel. The trim is the thing 
that makes style this season. It should 
be delicate, and in symmetry, according 
to the best shoemakers. Heels are 
moving lower, provided one recollects 
that heels once were up to 24/8. Many 
are now a full inch lower. 


To Make Survey of Hamilton- 
Brown Business 


St. Louis—W. R. Gentry, receiver 

for the Hamilton-Brown Shoe Co., re- 
cently announced that he had engaged 
a New York engineering concern to 
come in and make a thorough survey 
of the business. Mr. Gentry said: 
- “My purpose was three-fold. First, 
to get information for myself which 
might enlighten me in regard to pos- 
sible needed changes in the various 
branches of the company’s business. 
Second, to show to financial institu- 
tions, to which counsel for the corpora- 
tion is appealing for extended credit, 
that the business of the corporation 
can be successfully operated. And 
finally, that it might serve as a guide 
to officers and managers of the corpo- 
ration who might take active charge of 
its affairs when my term as receiver 
shall have been completed.” 

This is only one of the constructive 
steps taken by Mr. Gentry since he has 
been in charge of the Hamilton-Brown 
business, 














Business Gains Momentum in 
Milwaukee : 


Mitwaukeg, Wis. (UTPS)—Accord- 

ing to S, A, Weyenberg, vice-president 
of the Simplex Shoe Manufacturing Co., 
business is gaining momentum and in- 
creases in the working force are being 
made. 
The Simplex Company, now produc- 
ing 400 more pairs of shoes a day than 
during the carly months of this year, 
has added about 65 employees to the 
payroll this month. One day twenty 
men were engaged and the next fifteen 
were added. 

“Mail orders have been steadily in- 
creasing in volume,” said Mr. Weyen- 
berg. “More business confidence is ap- 
parent on the part of retailers, who are 
now beginning to buy more freely than 
during the summer months.” 

A noticeable improvement in business 
is also reported by the Weyenberg Shoe 
Manufacturing Co. While the firm has 
not increased its working force, the 
working week for factory employees has 
been increased from 4 to 5% days, a 
company official stated. 


Greenberg Made Manager 


BALTIMORE, Mp.— Louis Greenberg, 
well known and popular shoe man of 
this section, has been made manager 
of the Baltimore, Md., branch store of 
A. S. Beck, of New York, large oper- 
ators of a chain of shoe stores. Mr. 
Greenberg succeeds Jack Best, 

Mr. Greenberg had been connected 
for twelve years with the William 
Hahn Co., of Washington, D. C., oper- 
ator of a chain of shoe stores in Wash- 
ington and Baltimore. He started at 
the bottom and worked himself up to 
a managership of one of the Washing- 
ton, D. C., stores of the concern. From 
there he was promoted to the post of 
manager of the large Baltimore, Md., 
branch of the concern at 37 West Lex- 
ington Street. Mr. Greenberg held this 
position for the past three and a half 
years. 

While manager of the Baltimore 
branch of the concern, Mr. Greenberg 
was instrumental in opening a women’s 
handbag department, which proved so 
successful that he was commissioned 
to open similar departments in some 
of the Washington stores of the con- 
cern. He was buyer for all the hand- 
bag departments of the company. 

During his tenure as manager of 
the Baltimore store, the business in the 
store showed an annual substantial in- 
crease. Additional sales floor space 
was added to the store. 


On Buying Trip 


Miami, Fira. (UTPS) — Morris L. 
Cowen, president of Cowen-Nankin 
Shoe Stores, and Henry Bulbin, secre- 
tary of the company, are on a buying 
trip which will take them to the shoe 
markets of New York and New En- 
gland, Their mission is to purchase 
men’s shoes. Cowen-Nankin Shoe 
Stores operate several booteries, one of 
which is devoted exclusively to men’s 
shoes. The other shops also carry cer- 
tain lines of men’s footwear. 
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Brown Suede 
Gen. Calcutta Liz. 


Trim 
Black Suede 
Gen. Rajah Liz. Trim 


Satin Mat Kid 


Gen. Calcutta Trim 





Combination Last AAA to D 
“MADE IN PHILA. BY MASTER CRAFTSMEN” 








C. S. GIBBON CO., Inc. 
—_ 54 No. 4th St., Phila., ’Pa. _= 
Send for Catalog [oe ne A 








The New York Hotel 
FOR SHOE MEN 


Hotel 
PLYMOUTH 


49th Street, just East of Broadway, N. Y. 
Room, private bath, $2.50 daily 


Circulating Ice Water and Radio 


Single $2.50 $3.00 $3.50 
Double 3.00 3.50 4.00 


H. G. Yurdin, Manager 


The New 

















IN-STOCK! 


Men’s, Women’s, Children’s 
Goody >ar welt 
RIDING, FIELD, 
JODHPUR BOOTS 
black and tan. 








Increase your sales with 
quality merchandise at 
quantity prices. 







Send for catalogue 
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EARN BETTER PAY 
This book will help you 


Just a few minutes a 
day with this little 
book will greatly in- 
crease your earning 
capacity. 


Clip the coupon 
and mail it today 
with fifty cents 
in stamps, cur- 
rency or 
money order. 


BOOT and SHOE RECORDER, 
239 West 39th Street, New York, N. Y. 
Gentlemen: 
Enclosed please find fifty cents 


Money Order Currency Stamps 
which send me a copy of the Sixth Revised Edition of THE SHOE and 


f 
LEATHER LEXIGON. 
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Students in famous Illinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stoo) 
with a course ir, Chiropody. Today they are earning from $5,000 
to $15,000 a year. = 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world —over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


——--—-—MAIL THIS COUPON TODAY °—""""~— 


ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 


Gentlemen: Please send me, postage prepaid, latest catalog and complete 


information relative to Chiropody and your schoo 
Name 
Street and Number. 


City. 
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WHERE TO BUY 
Ballet Slippers 


el ll a il 


Acie: 


Lefts and Rights 





Soft Toe 
Turn 
Ballets 
Black Kid 
Expertly Designed 
Misses & 


In No, 100—Regular 
Stock No. 500—Buck Sole 
H. F. MALOTT SHOE CoO., 


Manufacturers 
1915 Girard St., Chicage 








Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 


Repres: 
MR. A. F. WINSLOW 


5177 Casper Avenue 
Gegie Reck, Les Angeles 
Caliternis 




















WHERE TO BUY 


Dancing Shoes and Taps 





TAP SHOES 
No. 9780 5 1.95 


Black Kid 














BROOKS SHOE MEFG. CO. 


Swanson and Ritner, Phila., Pa. 


eelN STOC Keeee 


TAP DANCING SHOES OF 
oe ge “ames 
‘aten ci, 1 to 2 
2% to 8, Leather | ee 











must be 
flexible. 


Write 
for Sample 
Pairs 
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The Nerridgewock Shoe Co., Inc. 
ome YORRIDQGEWOCK, MAIN £ cum’ 
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Diet Your Stock, But Don’t Starve It 


[CONTINUED FROM PAGE 27] 


“You cannot claim to serve the public 
better unless you are willing to stock 
something besides best sellers. The re- 
sult of such service is slower turnover, 
and you can’t get away from it. 

“This more complete service ‘you 
brag about cannot be rendered with a 
starved stock. When stocks are fam- 
ished there is always more temptation 
to switch sizes ‘just this once,’ or to 
misrepresent something ‘just a wee bit.’ 
Too many complaints originate that 
way.” 
“On the other hand,” said Charley. 
“a store with a low stock is in shape 
to jump in and buy when—you know, 
when trade opens up.” 7 

“But for those who don’t take nour- 








Diamond Search Latest 
“Racket” 


Kansas City, Mo. (UTPS)—A 
young man, apparently in deep trouble, 
appeared at the home of F. A. Kerran, 
manager of the Newark Shoe Store, 
104 East Twelfth Street, one Sunday 
morning recently and asked to see Mr. 
Kerran. The visitor explained that his 
wife had bought a pair of shoes at the 
Newark store the previous afternoon 
and in taking the money to pay for them 
from her glove had lost the stone out of 
a diamond ring. It was not only the 
value of the stone, but the fact that it 
was her engagement ring, that made 
him eager to find the diamond. He 
wondered if it would be too much 
trouble for Mr. Kerran to let him in 
the store to look for it. 

Mr. Kerran was at the store working 
on his books. His wife suggested that 
the young man call the store about 3 
o’clock that afternoon, and in the mean- 
time she would tell her husband about 
the matter. 

The sentiment of the affair appealed 
so much to Mr. Kerran that when the 
young fellow called at the appointed 
time, he was told to come right down. 
Together they entered the store. They 
turned back rugs, moved furniture and 
boxes and dug into cracks, sought under 
counters, and finally swept the floor 
and sifted the dust through their fin- 
gers. After working industriously but 
vainly for more than half an hour, 
the visitor produced a revolver and 
told Mr. Kerran to “Look at this.” 

The sentimental guest took shoe- 
strings from a nearby counter, bound 
Mr. Kerran hand and foot, and forced 
him to tell the combination of the safe. 
From this he secured $190 in cash. 
Then taking the key to the front door 
he unlocked it and made his escape. It 
took ‘Mr. Kerran about ten minutes 
to free himself and call the police. 


Open Men’s Department 


CHARLESTON, W. Va. — Shumaker’s 
& Martin, clothing merchants of this 
city, who operate the “Him” Store, 
have opened a new department for the 
sale of shoes for men. A complete line 
of men’s shoes are handled, ranging in 
price from $7.50 to $10.00. 
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ishment in the meantime, trade is never 
going to open up,” Jerry answered. 
“There never was an easier time for 
retailers to pass out than now; never 
an easier way than by continued stock 
starving. 

“When trade opens up, as they say, 
it won’t be their trade. It will belong 
to the foresighted merchant who has 
continued to feed into his stock the 
things people have wanted during the 
lean months. He may have lost turn- 
over by so doing, but he will have 
gained customers and good will. 

“The Irishman who said that compe- 
tition was so fierce he had to run like 
the devil to stay where he was, must 
have been in the shoe business. The 
fellow who lies down now is going to 
be tramped on by the ones who are 
hustling to keep even.” 

“Do I understand, then,’ Charley 
asked, “that you do not subscribe to 
my statement that low stocks and high 
turnover make for increased profits?” 

“I agree with you perfectly, and I’m 
afraid you have missed my point,” the 
traveling man answered. 

“High turnover, desirable as it is, 
can never be attained by the simple 
and childish method of stopping buy- 
ing. That’s starvation. 

“Correct dieting of a stock consist. 
in feeding into it whatever your cus- 
tomers want now in whatever quantity 
they will consume now. It’s alt right 
to watch last year’s figures, but it’s bet- 
ter merchandising to spey.i more time 
watching today’s deman4s and antici- 
pating tomorrow’s changes. 

“If your customers say, ‘We want so 
and so,’ and your budget says, ‘They 
can’t have it; you’re all bought up,’ 
you’re no merchant if you listen to 
your figures instead of your customers.” 


Increased Production 
Is Reported in Lynn 





LYNN, Mass. — Production here has 
increased much this month of Septem- 
ber. It looks as if the Lynn trade had 
struck its strongest stride for 1930. 
Now to keep it up. 

Prices show the widest spread ever, 
for there is a variation of as much as 
$7 per pair between the highest and the 
lowest grades of shoes made in the 
shops of Lynn. On one hand, some 
firms have graded up to a new level, 
while on the other hand, others have 
graded down to lower quotations than 
for any period since before the war. 
It looks as if the makers of the finer 
grades were steadily gaining. 

More sizes than ever are being made, 
especially in the popular price lines of 
shoes, some concerns producing from 
70 to 100 different lengths and widths, 
which is a sign that more shoes are be- 
ing fitted right. 

Novelty shoes hold strong, possibly 
more so than some anticipated, for pre- 
dictions have been made that when 
general business declined then novelty, 
or luxury, shoes would revert to bread 
and butter staples. But Lynn has 
erga volume business in pretty 
shoes. 
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It’s Sound Merchandising 


to push these better-made arch support welts for most-the-time wear. Some 


of the 25 In Stock numbers: 


2030 $4.50 
Biack Para Calf applique and_ strap. Arch 
Support. Combination Last. 14/8 Wood Heel. 
Last 138. 
2025—Same in Black Soar 
AAA, 5%-9; AA, 5%-9; A, 

G 4-9; D, 4-9 in No. 2030 only. 
IN STOCK 


SPECIAL 


in 36 pair case lots of 
one style, 25c a pair 
less than prices here 


Ww2029 $4.50 
Black Kid = _— Tie, Black Para Trim; 
14/8 Wood Hee 


W2485—Same . Medium Brown Kid... .$4.75 
The —- carried in stock in widths from 
AAA t 
Sizes 4% to 9. 
IN STOCK 


Pon [lacy 


ON1ILPE 








quoted. 


2278 

Royal Brown Kid Cutout Tie. Arc upport. 
Combination Last. 14/8 Leather Heel, Spikide 
Toplift. Last 124. 


1678—Same in Black Kid 
ingen in Black Patent 


559; Fs 5%-9; A, 5-10; B, 4%-10; 
(A410; D, 
“IN STOCK 
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2068 $4.25 
Black Patent 1 Strap. Side Buckle. Black 
Suede Underlay. Arch Support. Combination 
Last. 1/8 Leather Heel. Uskide Toplift. 
Last 138 
2075—Same in — Kid, Black Kaffor 
Kid Under! $4.25 
243i—Same in pe Dark Brown Kid. 
Brown Suede Underlay $4.50 
sas. $1.4 AA, 5%-9; A, 5-9; B, 4%-9; 
IN STOCK 


PONTIAC SHOE MEG. CO. 


PONTIAC, ILLINOIS 


NEE SSS 


Ne 


$4.50 

Black Kid 2 Strap. Center Buckles. Arch 
Support. 139 Last. 16/8 Spanish Wood Heel. 
D width, 4-9 in addition to sizes listed yore 
} ti Serie in Tropical Tan Kid 
aad. owe AA, 5%-9; A, oo Bi, aeoe 


These shoes 


IN STOCK 


4%—10 days 
3%—30 days 


2044 ‘ 
Black Kid. 3-Eyelet Tie. Arch Support. Black 
Patent Tip and Quarter. Combination Last. 
14/8 Leather Heel, Rubber Toplift. Last 124. 
2211—Same in Allover Medium Dark 

Brown Kid 

50¢ Extra for sizes 9% and 10 
re = 5%-9; a4. 5%-9; A, 4%4-10; B 4-10; 
C, 3-10; D, 

- STOCK 














































WHERE TO BUY 
Spats 











To Retail at 
$1.45, $1.95, 
$2.50 


Sample orders of two dozen assorted from our stock 
will be shipped on ten days’ approval for comparison 
with any higher priced spat on the market. 


When ordering samples mention price range. 


GOLD SEAL, 722 B’way, N. Y. C. 








DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 

In All Selling Colors 
10 dozen lots $7.50 





STAR vooTyeas urea. 
50-54 Ne. 4th St., Philadelphis 

















IDEAL 


Reg. Trade Mark 


Manolis Products Will 
Give You More Profits. 


Spats $9.00 to $21.00 
Doz. Prs. Include Box- 
eloth. 


Rhinestones $2.50 to 
jee Include Colonial 
uckles. 

MANOLIS MFG. CO. 


4248 No. Crawford Ave. 
Chicago, til. 
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‘Standard’ 









ru Spats— 
ied by display 
newspaper mats, 
a handsome box. 

Priced to retail 
$1.50 to $5.00 
Write for 


Watch “Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 
———SS—— 


| ees | 
PERFECTION 
of Efe 


CONSISTENTLY 
THE BEST 


Perfection Spats 
have been manu- 
fectured for the 
pest 40 years in 
all the prevailing 
colors: Pearl Gray, 
Fawn, Taupe, and 
Light Fawn. (Prices end samples on re- 
quest.) 


Perfection Overgaiter Co., Ine. 























recreations for the cue as to what shoes 
they’ll buy. There are fact-finding con- 
cerns that will investigate anything for 
a business man. Lots of these new fac- 
tories and stores open up because they 
can get a good lease. You would think 
so when you see how they start, any- 
how.” 

“I know one smart young fellow who 
never buys a shoe unless he knows ex- 
actly where he will place it on a foot. 
He thinks of shoes in terms of names. 
This shoe for Jennie, that shoe for Ma- 
bel, the other one for Maud, and so on. 
Sound as a nut. I also know shoe buy- 
ers who go at it as if they were shoot- 
ing craps. Maybe the buy will be O. K. 
Maybe the shce they buy will sell. 
They don’t know. They take a chance 
—the poor crazy Brodies. 

“Once I met a chap on the train who 
was going to Texas with a line of 
double soled welts. Almost as bad as 
that concern that advertised rubber 
boots down there. Some people have 
no more brains than to think that they 
can sell anything anywhere just be- 
cause it’s their product and a good one. 

“When I told that poor chap to turn 
around and go away from Texas with 
his heavy welts, he thought I was try- 
ing to steer him off my territory. 

“The other day I stopped to look at 
a shoe store window ablaze with color. 
Patterns of weird design. All the wild 
stuff proclaimed as the “very latest 
Parisian modes.” 

“Gash-amighty. Straight from Paris, 
Kentucky, maybe. What a lot of bunk 
they are shootin’ at the people. Now, 
you know, and I know, that some of 
those styles never were and never will 
be worn in Paris. The French women 
would laugh their heads off if you 
were to offer them such tripe. 

“Why can’t shoe men keep their own 
feet on the ground? Why do they have 
to go sailin’ off into the heavens like 
an air ship. Do you know, I think the 
shoe business today is trying for an 
altitude record, and maybe an endur- 
ance record too. It will need a lot of 
endurance if we are to see things set- 
tle down right. Talk about normalcy. 
We are as far from it as we are from 
Mars. There is no more normalcy in 
the shoe business today than there are 
teeth in my hens’ mouths. 

“Speaking of hens, can’t you come 
down to the ranch next Sunday We 
are going to cook up a few non-layers 
and an overstock of roosters. 

“Say,” he exclaimed, as an after- 
thought, “get that idea over to the 











New Men’s Store in Seattle 


SEATTLE, WASH. (UTPS) —A new 
store devoted entirely to men’s foot- 
wear, tenth in the chain of Block’s 
Shoe Stores, Seattle organization, 
opened in the Pacific Block, Occidental 
Avenue and Yesler Way. 

M. H. Block, of Seattle, is head of 
the chain, which has stores in Seattle, 
Tacoma and Portland. Starting six 
years ago in a small space near the 
public markets, the organization has 
grown rapidly through handling of 
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e 107 College Street, Burlington, ® 





popular priced merchandise. 





Take It from a Traveler—W ho Knows 


[CONTINUED FROM PAGE 23] 


shoe folks! Tell ’em that shoes and 
chickens are pretty much alike. Only 
you can’t eat your shoes that don’t 
move. But somehow clean ’em up be- 
fore they eat their heads off. Any- 
thing that don’t produce ought to have 
its head off. And that goes for hens, 
shoes and business men.” 





Odd Sources of Leather 


[CONTINUED FROM PAGE 31] 


give one of the most perfect shoe upper 
leathers known. Since that time the 
tannage of kangaroo leather has be- 
come the basis of a comparatively 
small but stable branch of the Amer- 
ican leather-making industry. 

United States tanners take 95 per 
cent of the Australian supply, often 
paying a price of more than a dollar 
a pound for the sun-dried skins at the 
point of shipment. The possible supply 
of these skins is about 1,500,000 a 
year, running close to this figure year 
in, year out. 

Kangaroo leather differs from other 
kinds in having a particularly tightly- 
woven skin structure, the whole sub- 
stance consisting of a mass of closely- 
intertwined fibers running in all direc- 
tions. Because of this peculiar struc- 
ture this leather is the strongest known 
for a given weight and thickness. With 
a firm grain sometimes showing tiny 
pits and with a particularly satisfac- 
tory break, it makes shoes that are 
very attractive in appearance, which 
stand up well and are considered unex- 
celled in comfort. In service it does 
not readily scuff, chip or crack. 

Heavier skins, from large kangaroos, 
are usually vegetable tanned to make 
“yellow back” kangaroo—available in 
heavier weights—favored for athletic 
shoes. Smaller skins—offered in corre- 
spondingly lighter weights—are chrome 
tanned and glazed. Black is the vol- 
ume color but other colors are made. 
Suede kangaroo, also chrome tanned, 
is a third and particularly interesting 
variety of this leather. Made in style 
colors, it is attractive to the shoe man- 
ufacturer because its nap is uniform 
over the entire area of each skin. This 
differs from that on calf suede in that 
the skin structure on buffing gives a 
nap which appears to be much deeper 
than it really is. 

South African ostriches, raised for 
their plumes, provide tanners with raw 
material for making the only commer- 
cial bird-skin leather. Limited quanti- 
ties of the skins are obtainable—per- 
fect skins are rare. Tanning, which is 
by the vegetable process, is difficult, 
and finishing is troublesome. 

Ostrich leather is so attractive in ap- 
pearance, however, and so strong in 
substance that it is suitable for making 
women’s street, sport and novelty shoes 
and for all types of fancy leather mer- 
chandise. The leather stretches about 
the same as does calf and wears well, 
because it is tough enough to resist a 
great deal of rubbing and scuffing. 
Quill holes identify genuine ostrich. 
Though they contract after the feath- 
ers have been removed, they are still 
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distinct following tanning. 
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Today, although many things 
on the farm have changed, Mr. 
Johnson still wears Ruff Shods. 
He finds that no other boots 
give the same wear and comfort. 

















Mr. Nils Johnson, of 
New Salem, Illinois, 
bought his first pair of 
Ruff Shods eighteen 
years ago, for working 
on his father’s farm. 

















Win 20-year customers 
with Converse RUFF SHOD 


Ruff Shod is a leader of the Converse Big “C” Line of rubber —¥4 recent survey shows 
that 11.89% of the persons 


footwear. A heavy duty boot giving maximum wear and com- _ interviewed have bought 
° . . ens the same brand of foot- 
fort, it renders service that puts it far ahead of competition. wear for twenty years or 


° t/ TS a g 
A customer to whom you have sold Ruff Shod once is almost omgpety Sat SESE ae 
the same brandanaverage 


inevitably a customer sold on Ruff Shod for life. Then and of 9 years; that 47% have 
: no particular brand pref- 


there he joins the 20-year class and becomes a valuable erence. Yourgreatest prof- 
. its come from customers 

asset to your business. Ruff Shod and other members of — yhom pat pred ag tite 
*. Ccg19o Ts ° * to branded footwear. — 

the famous Converse Big “C” Line are adding this sort of Use Ratt Mid amabaien 
asset to businesses every day. Put them to work for your famous BIG “C™ LINE 
4 , : products to win these long- 
business, too. Write for the Converse catalogue, today. time profitable customers. 


CONVERSE Xubber Company 


Dept. BS-25 Malden, Mass. 


Branches: Chicago, 3932 So. Lincoln St. |New York, 101 Duane St. 
Minneapolis, 646 Stinson Blvd. 
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WHERE TO BUY 
Spats 
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BOND STREET 


The finest, best known, 

of all. Styled in England 

| made in America, an 

priced to retail at $1.50 

to $5.00. Backed by 

comprehensive, unique na- 

tional advertising—radio, 

national magazines, mer- 

chandising helps, attrac- 

tive packages. Immediate delivery. Write for samples. 

THE WILLIAMS MFG. COMPANY, 
P Ohie, U. &. A. 
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GREATEST SPAT LINE 
OF THE INDUSTRY 


WHERE TO BUY 
W ork Shoes 
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Expands Operations 


New Yorxk—The Nu-Way Shoe Co. 
of Duane Street, New York, has taken 
more floor space and rented as tempo- 
rary quarters the old home of the Cres- 
cent Shoe Co., which they are using as 
a stockroom. 

According to Mr. Ruby, of the Nu- 
Way Shoe Co., their business has been 
increasing rapidly in the past year due 
to an increasing demand for stylish 
stout types of shoes. 


New Store Opens 


New YorK—A new shoe store has 
been opened at West New York, N. J., 
to be known as the Aron Shoe Store, 
It is located at 565 Bergenline Avenue. 
Harry Delman has been appointed 


manager. 





Advises Buying Salable Goods 


Ohio Shoe, Clothing and Dry 


ATHENS, OHIO (UTPS)—The eighth 
of the series of district meetings spon- 
sored by the Ohio Valley: Retail Shoe 
Dealers Association, the Ohio Retail 
Dry Goods Association and the Ohio 
Retail Clothiers and Furnishers Asso- 
ciation, held here Sept. 17, was the 
most successful of any of the series. 
The attendance was about 150 retailers 
from the eight counties comprising the 
district. 

The program for the meeting was ar- 
ranged by C. E. Dittmer, secretary of 
the three associations. The headliner 








New Stores in Minneapolis 


MINNEAPOLIS, MINN. (UTPS)—The 
Plymouth Shoe Shop was_ opened 
August 30 at 1008-1010 Nicollet Ave- 
nue. - Dorothy Dodd shoes and Hanan 
shoes for women are the stock. The 
Plymouth Clothing House has been for 
years at Hennepin Avenue and Sixth 
Street. More than a year ago it opened 
a fur shop, formerly part of the main 
store, near Tenth and Nicollet. Now 
it has added shoes, which are in addi- 
tion to the shoe department of the new 
store. 

Foot Health Shoes, Inc., has been 
organized and will open a store this 
month in the Medical Arts Arcade, 
Nicollet Avenue and Ninth Street. The 
capital stock is $50,000. 


Protect Your Good Name 


When an organization makes for it- 
self a reputation—imitation invariably 
follows. . 

For years, the name “VICI” was in 
such common use in the terminology of 
the trade that it was almost accepted 
as the generic name. In actuality, the 
name belonged to a famous tanner and 
he was forced to spend thousands of 
dollars to protect it from common 
usage. The name, as such, was his 
property and rightfully so that name 
today is not being used generally when 
applied to kid but is rather acknowl- 
edged everywhere as a most valuable 
property to the tanner. 

The general use of the term “Stetson 
Tie” has come to mean a certain type 
of footwear; but that gene.'al applica- 
tion is hardly fair to the Stetson Shoe 
Company of South Weymouth, Mass., 
and we take this opportunity of check- 
ing an error on our own part in using 
the term in its common generic mean- 
ing—when by all that is right and 
proper we ought to let it be known 
through the industry that the “Stetson 
Tie” as such is specifically the property 
of the Stetson Shoe Company. 

In the case where it was used, there 
was no specific intention of profiting by 
the reputation the Stetson Shoe Com- 
any had built up on its tie patterns; 
ut nevertheless we believe that proper 
warning should be editorially given as 
to the misuse of the term “Stetson 
Tie” by others, to identify a certain 





type of shoe. 
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Goods Merchants Told to Clear 


Out One Third of Slow Stocks 


was Frank Stockdale, head of the store 
management division of the three as- 
sociations and a special business con- 
sultant. 

Mr. Stockdale directed the Merchan- 
dise Clinic, in which he pointed out that 
retailing has entered a new era in which 
the customer has turned shopper and 
it behooves the retailer to buy the goods 
desired by the buying public. He ad- 
vised all merchants to clear out one- 
third of their slow moving stock and 
buy salable merchandise with the pro- 
ceeds. He warned against the retailer 
buying with a defensive attitude and 
claimed that if such a policy was fol- 
lowed, invariably the highest prices 
were paid. “Seek new resources and 
get better stock of a more salable na- 
ture,” Mr. Stockdale advised. 

A general discussion followed the 
clinic and many retailers asked perti- 
nent questions as to stock control, 
markup, reduction of selling expenses 
and turnover. | 

C. E. Dittmer, secretary of the three 
associations, spoke on “Taxation as It 
Affects the Retailer.” He warned mer- 
chants of the danger of a sales tax at 
the hands of the next session of the 
General Assembly, which will be 
charged with the task of revamping 
the State’s taxation system. 

He asked that retailers in the district 
cooperate with the Ohio Council of Re- 
tail Merchants in interviewing candi- 
dates for the Ohio General Assembly in 
order to get them in an unbiased atti- 
tude. ‘ihe ill effects of a sales tax as 
exemplified in Georgia, Kentucky and 
other States were described by Mr. 
Dittmer. 

T. W. Craig, vice-president and gen- 
eral manager of the D. Zenner Co., 
Athens, presided. The next meeting is 
to be held at Portsmouth, Oct. 1. 
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The Perfect New _— 


Foot Measure $2.00 


Insures Acourate Measurement of the Foot 
If your jobber can’t supply, write us. 
Foot Measu-Rite Inc. arbridge Bldg. 


47 W. 34th St., N.Y. C. 
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MERCHANTS’ NEEDS 


WANTED TO PURCHASE 








For Good Leather Covered 
Buckles and Leather Bows 


Write or Call 


VANITY NOVELTY WORKS 
1261 Atlantic Ave., 
Brooklyn, N. Y. 

Phone Decatur 0701-0702 





If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
temtion given. 
KIRSCH-BLACHER CO., INC. 
624 Broadway New York 

Phene Spring 1448 











ous fon Your Windows 
Putas a 


Displays an 
Artifetel —a ses, Window Fixtures, 
= Seenes, Velour Papers, 
Paper nane Felle Flitters, Vi Orap- 
Material Grass Mats. Send fer Faney 


Poser Tiekets. 
DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 


Oe 


reuren . AND out Aenrs FOR 
T SOLE SLIPP: 

The non vmerchendise at the right price. 
i es sent on re oqueet 
HY-GRAD SLIPPER SUPPLY ax 
693 Broadway New York City 

















TILTS AT ANY ANGLE 





$2.75 Half Gross 


Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 
216 Holland Bldg. — St. Louis, Mo. 








VINDOW 
DISPLAY Fi F es 


SrGAllé "SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS 
my, SEND FOR CATALOG 











Clever Advertising Stunt 


PROVIDENCE, R. I. (UTPS).—One of 
the advertising stunts of John the Shoe- 
man, popular-priced shoe retailing es- 
tablishment here, is to furnish score 
cards for the amateur games around 
the city. The store ad, of course, ap- 
pears on the opposite side of the card. 
Besides advertising their store name 
and products to the game onlookers, it 
bids highly for the good-will of the 
players and their supporters. 


Boot AND SHOE RECORDER 


combining THE SHOE RETAILER, Oct. 4, 1930 





We will pay the best name. pean for 
your surplus or entire stocks of shoes, 
general merchandise or 

stores. Leases assumed. 

Phone - Write ° Call 
All matters strictly confidential. 


I. SIMON CO. 
101 Reade sate New York City 
Phone Worth 59: 1880 

















MERCHANTS’ NEEDS 



















| Enable you to reach your 
highest shelves conveni- 


They last a lifetime 
and 


Are made in any —_ 
shape or size to fit 
of shelving. 


a best tM for your kh. 
é Milbradt 
=| Manufacturing Co. 
' Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO. 














Fall Activities in Louisville 


LOUISVILLE, Ky. (UTPS)—Conditions 
generally are improving in the shoe 
business, and fall business on the whole 
promises to be good. Black in suede 
and reptile, suede with reptile trim- 
ming or black kid with a decorative 
motive of reptile are very modish this 
season. Were it not that the brown 
frock demanded by fashion must have 
complementary brown suede, reptile or 
kid shoes, shoe fashions would seem 
almost to have reverted to mid-Vic- 
torian black. There is a welcome re- 
lief from the ornate footwear of the 
last few seasons. Smartness depends 
on beauty of line and material rather 
than ornamentation, the trimming be- 
ing only a restrained touch of contrast- 
ing, leather. 

Byck’s had a charming window show- 
ing black moire and suedes in various 
types, with stunning black suede hand- 
bags to match, as well as handkierchiefs 
and jewelry to correspond with the new 
flair in footwear. The shoes were dis- 
played in a central show case in the 
lobby, and as a background a large slate 
in a black moire frame, on which was 
written a clever fashion note. 


Shiny Leather Gains 
PEABODY, MASS. —The A. C. Law- 


rence Leather Co. is wetting up more 
hides for patent leather, and, also, is 


increasing the activities of its japan 
department in which the finish is baked 










Fair Sales Volume 
Is Reported in Lynn 


Tendency Is to Improve Quality 
Rather Than Quantity 


LYNN, MAss.—Business continues in 
good volume here, that is, good for 
this state of trade, though, of course, 
not as many shoes are being made this 
year as was the case in 1929. Pairage 
is not the important point that it was 
a year ago. How good, rather than 
how many, is the main issue. And 
this applies to lines fine, medium and 
cheap. Manufacturers, in many in- 
stances, have ceased to try to see how 
many shoes can be made in an hour, 
a day or a week. The race for speed 
is over. Character is the thing today. 
Buyers demand shoes of sterling char- 
acter, whether they pay much or little, 
and footwear is getting =o thorough 
inspection than ever, not only by buyers 
for stores but by women who spend 
their money in stores and see to it that 
they get the best values possible for 
every dollar that they put into foot- 
wear. Manufacturers, and salesmen, 
who spend time, every now and then, 
in retail stores, watching the ways of 
women buying shoes, tell many a story 
of critical shoppers who inspect shoes 
as keenly as a banker inspects a finan- 
cial statement. 

Blacks hold strong, and, beyond a 
doubt, this will be the largest year for 
the production of black shoes in Lynn 
for any year since the war times. And 
it may be added that the blacks, be they 
suede, grain or reptile finish, are of 
stronger character than ever. 

Another instance of more character 
in footwear is the increase in the num- 
ber of sizes, a sure sign that more 
shoes are being fitted right. One Lynn 
firm is now making shoes in 23 lengths 


and 10 widths. 


Banker Talks to Shoe Men 


RICHMOND, VA.—The Richmond Shoe 
Retailers Association invited the presi- 
dent of the Central National Bank, Wil- 
liam H. Schwarzschild, to address the 
organization last week. Mr. Schwarz- 
schild in his talk illustrated what he 
would do if he was in the shoe busi- 
ness. He covered every phase of the 
shoe business, type of store, buying, 
mark-up, salesmanship and profit pos- 
sibilities. He asked the merehant to 
be frank with his banker. 

Just before the close of the meeting, 
Mr. Schwarzschild returned to his char- 
acter as president of the bank and 
stated his optimism and confidence in 
the merchandising stability of the 
stores of Richmond. 





Velvetaire Company 
Moves to Baltimore 


BALTIMORE, Mp.—The _  Velvetaire 
Company of Washington, D. C., which 
has been operated under the manage- 
ment of Francis Romero, manufactur- 
ers of rubber arch supports, will move 
some time this month, according to 
plans, to Baltimore, Md., and open a 
plant in the Sonneborn Building, Pratt 





on and then sunned. Orders on hand 
indicate a good run on the shiny leather 
for the next six or eight weeks. 
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and Paca Streets. The Washington 
plant, which was located at 1812 K 
Street, N.W., will be closed. 







































































VERY male shoe customer 

is a prospective customer 
for a brush and dauber ... 
Repco Brushes and Daubers 


are convenient, durable, 





and easy to handle. Mate- 
rials, workmanship, and 
finish are of the finest. 
Feature Repco Brushes 
and Daubers and in- 


crease your profits. 


For Sale by 
Shoe Findings Dealers 





Kae 











United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Business Changes 


CALIFORNIA—Los Angeles—Thomas Kivel 
(8605 S. Broadway); boots, shoes, etc.; re- 
ported sold out to Morris Silverman, 

MASSACHUS. Boston — Upham’s Shoe 
Shop; boots and shoes; recently commenced 
business. 

Brockton—Archer’s, Inc.; boots, 
recently incorporated. 

Chelsea—Suffolk Shoe Co., manufacturers; 
capital stock increased by $10,000, 

Weldon Shoe Co.; manufacturers; filed an 
issue of $7,000 common stock. 

Lawrence—The Self Service Shoe Stores, Inc. ; 
boots and shoes; incorporated. 

Lynn—A. E. Little Co.; shoe manufacturers ; 
filed an issue of $2,199 960 of preferred stock. 

Quality Shoe Co.; manufacturers; business 
certificate filed by F. W. Farwell. 

w Bedford—Self Service Shoe Stores, Inc.; 
wy and shoes; incorporated. 

MICHIGAN—Detroit—George & Henry, Inc. ; 
boots, s, shoes, etc.; inc. authorized capital $1,000. 

YORK—Brooklyn—St tiles Shoes, Inc.; 
boots sand shoes; incorporated. 

New York teow ad R. Bunting (Ltd.) ; 
and shoes; in 

Samuel ‘Rosenthal. “Sis59 Second Ave.) ; boots 
and shoes; reported selling or sold out. 

Weikor Shoe Co. (1704 First Ave.); boots 


shoes, ete.; 


boots 


and shoes; reported selling or sold out. 

Kost A. Zarakovites (400 Third Ave.) ; boots, 
shoes, etc.; discontinued business. 

Rochester—Elam & ay Co.; shoe manufac- 
turers; succeeded by F. S. Elam Shee Co., ag 

White Plains—Tenbroeck Boot hop, 
boots and shoes; inc. authorized capital 320, 000. 

OHIO—Cleveland—The A. S. Shoe Co.; boots 
and shoes; incorporated. 

Clark Shoe Co., Inc.; boots and shoes; in- 
corporated, 

Columbus—Office Bros. Co.; boots, shoes, etc.; 
incorporated 

Madison—Adlard Bros. ; 
succeeded by A. J. Krohn. 

OREGON—Myrtle Point—Hub Clothing & 
Shoe Co.; boots, shoes, etc.; reported sold out 
to Gant Bros., Inc. 

PENNSYLV ANIA—Devon—Freedman 
boots, shoes, etc.; incorporated. 

Erie—E. J. Heibel (Heibel’s Shoe Store) 
(1002 W. 26th St.); boots, shoes, etc.; suc- 
ceeded by Heibel’s Boot Shop, Inc. 

NORTH DAKOTA—Edmore—Herman Shark; 
boots, shoes, etc.; recently ae business. 

WISCONSIN—Milwaukee—S Z Shoe Store 
(Zbar & Strovitz, Prop.) ; boots and shoes; 
partnership dissolved. 


boots, shoes, ete.: 


Bros. ; 


Failures, Embarrassments, Etc. 


CALIFORNIA — Culver City — Philip C. 
Froomer; boots and shoes; reported petition in 
bankruptcy 

CONNECTICUT — Hartford—Isadore Goldin 
(1143 Main St.); boots, shoes, etc.; reported 
petition in bankruptcy. 

FLORI DA—Lake Butler—L. A. Duncan Co.; 
boots, shoes, etc.; reported offering to com- 
promise at 25 per cent. 

Pensacola—Harry A. Gerhardt; boots, shoes, 
ete. : reported petition in bankruptcy. 

S — Chicago — Sam _ Rubenstein Co. 

(4820. . yer Ave.); boots, shoes, etc.; 
reported petition in bankruptcy. 

ANA — Edinburg — H. Learman; boots, 

aan . reported offering to compromise at 


10 per cent. 
INDIANA—Gas City (also Upland)—Bloch 


Bros.; boots, shoes, etc.; réported receiver ap- 
pointed. i ey 

IOWA—Sioux City—Weinberg Co. (“Wein- 
berg’s’”’) (“‘Vogue’’) ; ts, shoes, etc.; reported 
petition in bankruptcy. 

MAINE—Van Buren—Maxime M. Pelletier; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

MARYLAND — Baltimore — Lincoln Shoe 
Stores, Inc. (208 W. Lexington St.); boots and 
shoes; reported receiver appointed. 

MASSACHUSETTS—Lynn—Nelmer Shoe Co. ; 
= ala reported petition in bank- 


“MICHIGAN — Pontiac — Gray’ s, Inc.; boots, 
shoes, etc.; reported petition in bankruptcy. 

ol Manes; boots, shoes, etc.; reported pe- 

tion in bankruptcy 

MISSISSIPPI -- ‘Okolona — Chickasaw Dry 
Goods Co. (Edward D. Elias); boots, shoes, 

reported offering to compromise at 20 
per cent, 

MISSOURI—St. Louis—George A. Evans 
(1729 Market St.); boots and shoes; reported 
petition in bankruptcy. 

JERSEY_—Bridgeton—Bridgeton Dry 
‘Goods (Louis R. Shiller) (28 E. Commerce St.) ; 
boots, shoes, etc.; reported assigned. 

New Brunswick—S. Wolk (324 Burnett St.) ; 
boots and shoes; reported petition in bank- 
ruptcy. 


NEW YORK—Amityville—Stepmore Shoes, 
Inc.; boots and shoes; reported assigned. 

Brooklyn—Adolph Goldhammer (6518 Myrtle 
Ave.); boots and shoes; reported called meet- 
ing of creditors. 

A. ©. McRoberts (5607 Third Ave.) ; boots 
and shoes; reported called meeting of creditors. 

New York City— Abbott Rubber Co. (200 
Church St.); wholesale rubber shoes; reported 
petition in bankruptcy. 

Jack Stern (60 Amsterdam Ave.); boots and 
shoes; reported assigned. 

OHIO — Ashtabula — Creamer-Reed Co. (167 
Main St.); boots, shoes, etc.; reported offering 
to compromise at 25 per cent. 

Columbus—D. R. Snyder (220 N. High St.) ; 
boots, shoes, etc.; reported receiver appointed. 

Mansfield—Louis Siegel (184 N. Main St.); 
boots and shoes; reported petition in bank- 
ruptcy. 

Struthers—D. Brindisi (121 Bridge St.) ; boots, 
shoes, etc.; reported petition in bankruptcy. 

OKLAHOMA—Chuchasha — J. M. Kunowsky 
(“The Workingman’s Store’); boots, shoes, 
etc.; reported called meeting of creditors for 
Sept. 29. 

PENNSYLVANIA—New Brighton — Edward 
Simon (1107 Allegheny Ave.); boots and shoes; 
reported offering to compromise. 

Philadelphia—Benjamin Balka (1736 South 
St.) ; ts and Cage reported called meeting 
of creditors for Sept. 

Abraham Miller & ‘fan (405414 Lancaster 
Ave.); boots and shoes; reported petition in 
bankruptcy. 

Wilkes-Barre—Abe Joseph (“Paramount Shoe 
Store”) (4 S. Main St.); boots and shoes; re- 
ported petition in bankruptcy. 

TENNESSEE—Greenville—Kiser Shoe & Clo. 
Co.; boots, shoes, etc.; reported assigned. 

TEXAS—West—Star Dry Goods Co.; boots, 
shoes, ete.; reported petition in bankruptcy. 

WISCONSIN — Oshkosh — Stern & Kramer 
(“Stern’s”) (Chas. Stern, Prop.) ; boots, shoes, 
ete.; reported offering to compromise at 30 
per cent. 


New Shoe Dealers 


New York, N. Y. 816 Utica 
Ave. 
Columbus, Ohio.—Office Bros. Co. 
Jamaica, N. Y.—Sutphin Exchange, 
Jamaica Ave. 
anette, 


we 


146-21 


Pa.—Samuel Perlman, 413 S. 
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Milledgeville, Ga.—College Department Store, 
McCombs Bldg. 
Newssmnenssown, Ohio.—Leiser Store. 
Bartow, Fla.—Bonnies Collins & Co. 
Cleveland, Ohio—Clark Shoes, Inc. 
Columbia, Ss. C.—J. L. Mimnaugh & Co. 
Lawrence, Mass.—Self Service Shoe Stores, 


Inc. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 


Bankruptcy Proceedings 
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wi New Bedford, Mass.—Self Service Shoe Stores, 
Darlington, 8. C.—Blackwell’s Merchandise 


Store, Inc. 

Cleveland, Ohio—-The A. S. Shoe Co 

Danbury, Conn.—Greene Department Stores, 
Inc. 

Edmore, N. D.—Herman Shark. 

Gainesville, Fla.—The Goldstein Enterprise, 
Ine. 

New Smyrna, Fia.—F. L. Evans Co. 

Crescent City, Fla.— tores, Inc 


Chicago, IIl.—Si- En-Tiffick, inc, 7920 S, 
land Ave. 

Liberty, Mo.—Jack Petty Shoe Co. 

St. Louis, Mo.—United Shoe Jobbers, Inc. 
N. 9th St. 


Philadelphia, Ohio—Factory Shoe Co., 130 
fast High 


Chillicothe, Ohio—Stern-Auer Shoe Co. (Mfgr.) 
Memphis, ‘ienn.—W. L. Douglas Shoe Co., 122 


Madison Ave. 

Hattiesburg, Miss.—Eisman’s, 519 Main St. 

Enka, N. C.—Holmes Bryson. 

Milledgeville, Ga.—E. E. Bass, Hancock St. 

Oxford, Ky.—Ethel Jouet & Son. 

Athol, Ky—W. P. Campbell, Waller Bldg. 

Fort Valley, Ga.—The Jacob Co. 

New Prospect, Wis.—H. Seering & Son. 

Kenosha, Wis.—Montgomery Ward & Co., 
58th St. and 7th Ave. 

Henderson, Tex.—J. C. Penney Co. 

Kenosha, Wis.—J. C. Penney Co., Alford Bldg. 

Norwood, Ohio—Sears, Roebuck & Co. 

East Ellsworth, Wis.—W. A. Brandt. 

Draper, S. D.—Robert & Gordon Rollins. 

Kent, Ohio—Barnett-Pugh Department Store. 

Austin, Tex.—Jacob Schmidt, 6th and Brazos. 

Los Angeles, Cal.—Franklin’s Outfitting Co., 
7340 S. Vermont Ave. 

Ogden, Ind.—Brickey General Store. 

Elkin, N. C. 

Dugger, Ind.—W. P. Hopkins & Co. 

White Plains, N. Y.—Tenbroeck Boot Shop, 
Ine. 

Red Cloud, Neb.—J. H. Eller Co. 

Austin, Tex.—The Hub, 6th and Congress. 

Providence, R. I.—Family Shoe Store, 12 
Cranston St. 

West New York, N. J.—Wauk-Rite Shoe Shop, 
561 Bergenline Ave. 

New — N. hig —Hollywood Bootery, Inc. 

New Yo N. Y.—Clinton Novelty Shoe 

Shoppe, 94 “Clinton St. 

New York, N. Y.—Penn Shoe Shop, 8512 Fifth 


Ave. 
Lebanon, Tenn.—Draper & Darwin, East Main 
St. 


Ash- 


G12 


Waddell & 
126 


Greenville, Tenn.—A. C. Scott, 
Bird Bldg. 


New Orleans, La.—Reed’s Men’s Shop, 
St. Charles St. 


Hubbard, Ohio—Wald’s, 17 N. Main St. 

Statesville, N. C.—Mills Clothing Co., Broad 
and Center Sts. 

Norman, Okla.—Charles 775 Asp 
Ave. 

New York, N. Y.—L. M. 


Inc. 

Lake Wales, Fla.—Picketts, Inc. 

New York, N. Y.-London Character Shoe Co., 
60 East 42nd St. 

Buffalo, N. Y.—-Norwalk Boot Shoppe, 

New York, N. Y.—Jerome Greenberg, 
Kings. 

Berrien Center, Mich.—Airgood Stores. 

Kalamazoo, Mich.—J. R. Jones’ Sons & Co. 

Ludington, Mich.—Andrew Larsen. 

French Gulch, Cal.—C. C. Fox. 

Harper, Ore.—-G. Y. Chester. 

Rowland, Ore.—J. S. Clarke. 

Waconda, Ore.—Roy Campbell. 

Westfall, Ore.—G. Y. Chester. 

Algona, Wash.—Tom & Arthur Allstead. 

Evans, Wash.—Zwang & Matson. 

Marcus, Wash.—Zwang & Matson. 

Valleyford, Wash.—R. W. Turner. 

Wiley City, Wash.—West Dependable Store. 

Bremerton, Wash.—-M. Ness, Washington and 
Burwell Sts. - 

Ephrata, Wash.--S. J. Swanson. 

Los Angeles, Cal.—-Silver’s Bootery, Ltd. 


DeVorss, 


Gerson Shoe Co., 


Inc. 
Inc., 
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Boot and Shoe 


Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot anp 
Suoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 
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